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The New Jersey senate on Monday 
passed the bills long sought by Pru- 
dential to enable life companies to sell 
yariable annuity contracts. The bills 
go now to Gov. Meyner. He has given 
no reason to believe he would veto 


them. 

The bills had already been passed 
by the assembly, as they had for the 
last several years. Until this week 
the bills had always been blocked by 
Republican opposition in the senate. 

Apparently a key factor in getting 
the needed senate votes was the re- 
cent U. S. Supreme Court decision 
that variable annuities are subject to 
Securities & Exchange Commission 
regulation. Opponents of the bill made 
much of the argument that a varia- 
ble annuity is really a form of securi- 
ties investment and would constitute 
unfair competition with the stock 
market and with mutual funds unless 
subjected to the same controls as these 
markets. 

Will Take Time For Readying 

Assuming Gov. Meyner approves 
the bills, it will be some time before 
Prudential is in a position to market 
variable annuity contracts on either 
an individual or group. basis. A likely 
possibility is that the first type of 
sale will be on the group plan to New 
Jersey buyers. 

In fact, it would not be surprising 


Ordinary Sets April 
Record: 7% Gain For 
Month, Year-To-Date 


April sales of life insurance 
amounted to $5,594,000,000, a_ slight 
increase, but aggregate sales for the 
first four months were $21,159,000,000 
down 3%, according to LIAMA. 

Sales of ordinary in April, includ- 
ing $108 million of wholesale insur- 
ance, were $4,353,000,000, up 7%, set- 
ting a record for April sales of ordi- 
nary. The number of ordinary policies 
sold rose 6%. 

April industrial sales amounted to 
$539 million, down 1%. 

Group sales amounted to $702 mil- 
lion in April, off 28%. These figures 
represent only new groups set up 
and not additions under contracts al- 
ready in force. 

In the first four months ordinary 
sales accounted for $16,073,000,000, up 
1%. Industrial represented $2,125,000,- 
000, up 3%. Group amounted to 
$2,961,000,000, off 38%. 

Sales figures are exclusive of credit 
policies. 





Charles G. Heitzeberg, agency vice- 
President of Mutual Benefit Life, was 
the speaker at the educational meeting 
of the newly-formed Long Island 
branch of New York City Life Man- 
agers Assn. 





if Prudential were its own first cus- 
tomer. During a legislative hearing on 
the bills in 1956, President Carrol M. 
Shanks said Prudential would make 
the variable annuity available to 
Prudential personnel on a group basis 
if the legislature legalized the con- 
tract. 


Job For N. J. Department 


Considerable insurance department 
activity in New Jersey will be nec- 
essary before the variable annuity can 
be sold. Commissioner Howell will 
have to issue the regulations prescrib- 
ed by the bills. A special license will 
be required for agents selling the 
variable annuity and suitable exam- 
inations must be devised. These 
agents will also have to qualify as 
securities salesmen, under the SEC 
regulations. 

Prudential plans to set up an ex- 


N. J. COMMISSIONER: 


Legislature's OK Of 


Variable Annuities 
Is A Step Foward 


Passage of the variable annuity bills 
by both houses of the New Jersey 
legislature represents a forward step 
in the insurance and pension fields, 
provided insurance departments and 
the Securities & Exchange Commission 
can exert proper controls, Commis- 
sioner Howell told a meeting of the 
New York City chapter of American 
Scciety of CLU at Mutual of New 
York’s home office. 

Although saying that there is a need, 
a good market and a real usefulness 
for variable annuities, the commis- 
sioner also warned of “potentially seri- 
ous abuses if people are sold variable 
annuities on an improper underwriting 
basis where the equity concept is out 
of balance with the other holdings and 
pension needs; also, if variable annui- 
ties are sold where a person does not 
realize that things do not always go up 
and sometimes even good stocks are 
going to go down. 

“If that fact is not gotten across to 
them very properly and thoroughly 
there are going to be a lot of disgrun- 
tled people, if the variable annuity 
field grows, as I believe it will,” he 
said. 

Turning to the minimum deposit 
controversy, the commissioner said 
that here is a very useful policy in 
certain cases, but one which has been 
abused and misused. For the client in 
a high tax bracket, he said, “the policy 
is fine and should be sold and does a 
good job. But I noticed in the last few 
years, and I’m sure that other super- 
visors around the country, particularly 
in the New York area, have felt that 
it has been oversold to the point where 
some regulations should be set up to 
control that sort of thing.” 








Pru’s Variable Annuity Bills Pass 
N. J. Legislature; No Veto Expected 


tensive training program for its agents 
selling variable annuities. The com- 
pany will not permit anyone to sell 
its variable annuities who has not 
had this training. 


Legislation Will Be Needed 


Relatively few states permit the 
sale of variable annuities under their 
present laws, with or without special 
insurance department permission. 
Legislation will be needed in many 
states, including New York. In some 
states, it may be that insurance com- 
missioners hostile to the variable an- 
nuity or honestly doubtful of its 
status under existing laws will balk at 
permitting its sale until legislation is 
enacted. 

It appears that the Supreme Court 
decision giving the‘ SEC jurisdiction 
over variable annuities will be help- 
ful in getting additional states to per- 
mit the sale of these contracts, since 
the SEC will be sharing the respon- 
sibility with the states. This should 
be reassuring to insurance commis- 
sioners who might otherwise feel 
that they were being asked to super- 
vise a contract that was in large meas- 
ure a type of security. 

Prudential and other proponents of 
the variable annuity hope that suc- 
cess in New Jersey will hasten action 

(CONTINUED ON PAGE 19) 


Industry Lucky To 
Be Getting Tax Law 
Enacted This Year 


Thore Says Delay To 1960 
Would Have Invited A Much 
More Burdensome Measure 


WHITE SULPHUR SPRINGS, W. 
life 


VA.—The insurance industry 
should count it- 
self fortunate that 
its permanent pat- 
tern of income tax- 
ation is being en- 
acted this year 
rather than next, 
Eugene M. Thoré 
vice-president and 
general counsel of 
Life Insurance 
Assn. of America, 
indicated in his ad- 
dress at the annual 
meeting of the 

Assn. of Life Insurance Counsel here. 
“Current developments confirm the 

view that a further delay in enacting 

a permanent tax law would have 

been unfortunate,” he said. “A press 

release issued by the chairman of the 
ways and means committee on May 
18° stated that during 1960 the com- 
mittee will direct its attention to in- 
come tax reform—a reduction in tax 
(CONTINUED ON PAGE 17) 





Eugene M. Thore 








The first sets of books collected by New York City insurance companies for 
distribution in foreign countries as an activity of President Eisenhower’s program 
for people-to-people-partnership, are presented by insurance industry leaders to 
natives of four of these countries who are now employes of insurance companies 
in New York. Ten foreign countries have been selected to receive books collected 
during the “books abroad” drive taking place in 18 New York City insurance 


companies during the week of June 1. 


Accepting the token book selections on behalf of the people in the part of the 
world in which they were born are, from left, Mrs. Tanni Cassouto of the Nether- 
lands and Miss Fe Bacani of the Philippines, both from the Atlantic Mutual 
companies; Miss Nilda Perez of Cuba, Chubb & Son; Georges Omines of Belgium, 


Metropolitan Life. 


Making the presentations on behalf of the insurance industry are from left, 
J. Dewey Dorsett, general manager Assn. of Casualty & Surety Companies; 
Boyd A. Hartley, administrative assistant National Board of Fire Underwriters; 
Frederic W. Ecker, president Metropolitan Life, and chairman of the insurance 
committee of President Eisenhower’s program for people-to-people partnership; 
Holgar J. Johnson, president Institute of Life Insurance and chairman of the 
New York City insurance companies’ books campaign. 
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O’LEARY OF LIA SAYS: 





HeNATIONAL UNDERWRITER 


Balanced-Budget Prospect Should 
Remove Much Of Inflation Scare 


The prospect of a balanced federal 
budget—and it now seems likely that 
this will come to pass—“should take 
a lot of the steam out of the inflation 
psychology which is abroad in the 
country,” James J. O’Leary, director 
of economic research of Life Insur- 
ance Assn., said at the annual con- 
ference of the National Assn. of Mu- 
tual Savings Banks in Atlantic City. 

The balance of the federal budget 
should have some enormous advan- 
tages for the national economic good 
health, said Mr. O’Leary. In addition 
to dampening the inflation psychosis 
as the public becomes aware that the 
administration has assumed greater 
control of federal spending, it will also 
remove the Treasury as a major source 
of demand for capital funds and thus 
relieve the pressures on the capital 
markets. 

Mr. O’Leary said that the Treas- 
ury’s efforts to balance the budget in 
fiscal 1960 seems certain to be suc- 
cessful. 

“Despite the skepticism of a year 
ago, it now is becoming clear that 
the budget will be brought into bal- 


Securities Dealers 
Irked By Variable 


Annuity Tax Basis 


WASHINGTON—National Assn. of 
Securities Dealers is highly incensed 
at the proposal in the life company 
income tax bill to treat variable an- 
nuities like regular annuities. 

The proposal was added by the Sen- 
ate finance committee. The bill now 
is before a conference committee, 
which adjourned its meeting from 
Wednesday until next week, because 
of the Dulles funeral. NASD plans to 
protest to the conference committee 
to obtain a change that wiil eliminate 
what the securities dealers believe 
would give variable annuities an un- 
fair competitive advantage as com- 
pared with mutual funds and regular 
securities. 

The bill specifies that the treatment 
provided for variable annuities shall 
apply only for the years through 1962. 
This is being done, according to the 
committee’s report, to give assurance 
that there will be an opportunity to 
review the specified tax treatment 
after variable annuities have been 
sold for a time. 





2 Unions Merge, Plan 
To Organize | Million 
Insurance Employes 


Insurance Workers of America, a 
former CIO affiliate, and Insurance 
Agents International Union, a former 
AFL unit, holding their conventions 
at Chicago this week, have agreed to 
merge and plans are to conduct an 
organizational drive among almost one 
million unorganized insurance com- 
pany employes. 

George L. Russ of Portsmouth, Va., 
who has been president of IAIU since 
it was formed in 1938, was named 
president of the merged union. 


ance at about a $77 billion level,” he 
said. “The administration deserves a 
great deal of credit for this result. Of 
course, congressional action may still 
upset calculations, but if corporate 
profits rise above the 150 billion level 
this year, it may very well be that a 
slight surplus will develop.” 

Another important development cit- 
ed by Mr. O’Leary is that “we are 
now beginning to see signs that the 
low cost of equity financing is en- 
couraging an acceleration in the issu- 
ance of common stocks and converti- 
ble debentures” and this should exert 
an important effect on the supply side 
of the stock market, tending to bring 
down the prices that have been 
pushed up by buyers who have been 
trying to hedge against inflation. 


Bond Yield Exceeds Stocks’ 


Mr. O’Leary said that early in May 
the Standard & Poor’s composite com- 
mon stock yield index stood about 
3.20% as compared with Moody’s AAA 
corporate bond yield index of 4.30% 
at the same time. The big reason for 
this was the greatly increased flow 
of funds into the stock market at 2 
time when the floating supply of stock 
tended to be comparatively static. 

The factors holding down the in- 
crease in the supply of stocks are (1) 
the capital gains tax, which tends to 
make purchasers hold on to their 
stocks; (2) the fact that interest is a 
deductible cost for corporations for 
tax purposes, which encourages debt 
financing; (3) the unwillingness of 
corporate management to dilute own- 
ership through the issuance of addi- 
tional stock. 

As for the economic and financial 
outlook for the rest of 1959, Mr. 
O’Leary said most observers agree that 
general business conditions will tend 
to improve as the year goes on. 


Sees GNP At $475 Billion 


“My guess is that the level of gross 
national product will rise to about 
$475 billion for the year as a whole,’ 
he said. “There is little doubt that the 
threat of a steel strike and the result- 
ing inventory buildup accelerated the 
pace of recovery in the current quar- 


Wis. Leaders Elect Mayer 

Waller C. Mayer, Mutual Benefit 
Life, Milwaukee, has been named chair- 
man of Wisconsin Life Leaders Round 
Table. Palmer F. Daugs, National Life 
of Vermont, is vice-chairman. 









ter. Whether a 
not, the pace of rec 
to slow down somewhat in th 
quarter, with a step-up in the final 
quarter. 

“T expect this to turn out to be a big 
year for residential construction. Based 
on mortgage commitments already on 
the books of institutional investors, 
it would not surprise me if private 
housing starts ran as high as 1.4 mil- 
lion this year. Toward the year-end, 
however, we are likely to see the 
effect on starts of a lessening avail- 
ability of residential mortgage credit. 

“Also, as the year goes on, we may 
expect a rise in plant and equipment 
spending by business and industry. 
This will probably not be of major 
proportions, however, in view of the 
heavy plant expansion carried out by 
business and industry during 1955-57. 
In addition, the indications now are 
that this will be a big year for durable 
consumer goods in general and that 
sales of American-made automobiles 
will be the highest since 1955, prob- 
ably rising to 534 million cars. 

“So far as financial markets are con- 
cerned, I anticipate that for the bal- 
ance of this year, the combined 
demand for capital funds by business 
and industry, the federal government, 
state and local governments, and for 
residential financing will press against 
this supply and that at by the year- 
end, long-term interest rates will be 
somewhat higher than at present.” 


Ask 2% Premium Tax 
For Ill. Insurers, 
4% For Others 


A bill in the Illinois house which 
would double the premium tax on 
foreign and alien companies from 2 to 
4% and would inaugurate a 2% tax on 
domestic companies has been reported 
out favorably and is now in its first 
reading in the house. 

The insurance industry is united in 
its opposition to the proposed measure, 
and Insurance Federation of Illinois 
is requesting its members by letter to 
contact their representatives in the 
legislature to oppose passage of the 
bill. The covering letter points out 
that excerpts from a letter received 
by the federation from B. C. Vine, 
executive vice-president Millers’ Mu- 
tual Insurance Assn. of Alton, IIL, 
state the federation’s “objections to 
this bill and its undesirable qualities.” 
These excerpts read: 


Regret Bill Being Submitted 






pees 


“As an Illinois insurance company 
domiciled and operating in the state 
for more than 80 years, we regret very 
much to see a bill of this type... 

(CONTINUED ON PAGE 19) 





New officers of 
Illinois Assn. of 
A&H Underwrit- 
ers are from left, 
S. B. Stottrup, 
Mutual Benefit 
H. & A., Decatur, 
vice - president; 
William H. Eyre, 
Illinois Mutual 
L.& C., Peoria, 
president, and Jack 
Olson, Combined 
Chicago, vice-pres- 
ident. Not shown 





is Martin Haueisen, Washington National, Chicago, who is the secretary-treasur- 


er. (Story on page 9.) 


May 20, 195 


See Tax Saving For 
Agents In IRS Rule 
On Incorporating 


Substantial tax savings for agen, 
in the upper income tax brackets asa 
result of the just-issued internal rey. 
enue service ruling 59-172 are seen py 
Assn. of Advanced Life Underwriter. 

The ruling holds that an incorpors. 
ted insurance agency’s income is no 
subject to the personal holding com. 
pany income tax. The ruling is baseq 
on an incorporated fire-casualty agen. 
cy but according to Cooper & Silver. 
stein of Washington, D. C., AALY 
counsel, there is no reason to suppose 
that it does not apply equally to life 
agents. They point out, however, that 
the tax savings are possible only where 
state laws do not prohibit payment of 
commissions to incorporated agencies. 
At the same time, a requirement that 
only individuals can be licensed to 
sell insurance is no problem. 


Limits Tort Liability 


Another advantage of the corporate 
form of doing business is to limit the 
tort liability of an agent for errors, 
omissions and other possible accusa- 
tions of negligence. 

Queried by THE NATIONAL Unner- 
WRITER, Saul Silverman, New York tax 
attorney, explained that the corporate 
form of doing business enables the 
agent to accumulate on a more favor- 
able tax basis such commissions as he 
does not need for business and living 
expenses. For example, an agent has a 
$50,000 annual income after exemp- 
tions and deductions. On a joint retum 
basis, his federal income tax will be 
$20,300. But if half of the $50,000 goes 
into a corporation he has set up, he 
will pay a tax of $7,230 on the $25,000 
of personal income and the corporation 
will pay at the 30% rate applicable 
on earnings up to $25,000, or a tax of 
$7,500. 


Saves $5,570 


This is a total of $14,730, or a saving 
of $5,570 as compared with taking the 
entire $50,000 as personal income. The 
corporate accumulations can be held 
until retirement, for example, and 
liquidated at the 25% capital gain rate. 
Or the corporation stock can be given, 
preferably at time of incorporation, to 
the agent’s wife and/or children. There 
would be no estate tax and if the trans- 
fer is made at time of incorporation 
when there is no value in the corpora- 
tion, there would be no gift tax either. 

In the foregoing example, even 
though the agent could only afford to 
let $10,000 of his $50,000 income go into 
the corporation, he would still save 
about $2,800 a year in taxes, Mr. Sil- 
verman pointed out. Other advantages 
are the corporate purchase of various 
forms of fringe benefits that the agent 
could obtain as an individual only with 
after-tax dollars. Moreover, only 15% 
of dividends the corporation might re- 
ceive on investments in stock of other 
corporations would be subject to tax. 

Mr. Silverman is preparing an anal- 
ysis of the possibilities opened up by 
the IRS ruling. It will be reported in 
a subsequent issue. 


Wash. Natl. GAs Meet 


Directors of General Agents Assn. of 
Washington National met at Evanston, 





May < 





Ill., to discuss problems vital to agents. 
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LIFE INSURANCE EDITION 





“Client control’ helps me enjoy this” 


SAYS ROBERT ‘PETE’ GRAEBNER, AMERICAN UNITED LIFE AGENCY MANAGER, BAY CITY, MICHIGAN 


“Successful selling, today, requires complete facilities. I have 
them with American United . . . “The Company with the 
Partnership Philosophy.’ 

“They offer all forms of modern personal insurance, in- 
cluding an excellent line of Non-Cancelable-Guaranteed 
Renewable A & S. 

“Complete facilities give me more ‘client control,’ as 
well as more leads for life sales. I make quotas easier, make 
more money, and have more time for extracurricular ac- 
tivities like golf. 

“It’s a great life .. . when you’re with American United 


Life! ... A good company to buy from . . . and to sell for!” 


AMERICAN UNITED LIFE 





‘Pete’ Graebner started with American United from scratch. Within months, 
he developed his own agency. During the past year, he has been among 
the top 10 life producers, and the leading A & S producer in the company. 
If you are interested in ‘client control,’ contact Lawrence ‘Pete’ Leland, 
Vice President and Manager of Agencies, American United Life Insurance 
Company, Indianapolis 6, Indiana, for information on career opportunities 
and brokerage facilities. 








y -Waak-3 a heoe-te mm One nna-xre| 


Voy 


NSURAN 


INSURANCE COMPANY « HOME OFFICE: INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE 
DISABILITY-GUARANTEED RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 
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TOTAL MEMBERSHIP IS 2,688 





HieNATIONAL UNDERWRITER 


Julian Myrick, At 79, Is Among 
First-Time Qualifiers For MDRT 


The Million Dollar Round Table’s 
final membership total of 2,688 (which 
is down 299) in- 
cludes a_particu- 
larly distinguish- 
ed first-time qual- 
ifier, who will be 
attending the an- 
nual meeting at 
the Americana Ho- 
tel in Bal Harbour, 
Fla., June 21-25. 

He is Julian S. 
Myrick, 79-y ea r- 
old board chairman 
of American Col- 
lege of Life Under- 
writers, which he helped found; past 
president of National Assn. of .Life 
Underwriters, whose board he served 
on for 13 years; honorary president of 
New York State Assn. of Life Under- 
writers, which he helped found and 
which he headed from 1926 to 1929, 
and past president of New York City 
Life Underwriters Assn. ° 

Mr. Myrick was in 1947 awarded 
the John Newton Russell memorial 
award by NALU for “outstanding 
service to the institution of life insur- 
ance.” He was for many years a 
member of the insurance committee 
of the United States Chamber of Com- 
merce. » 

In 1909, Mr. Myrick formed with 
the late Charles Ives, the noted com- 
poser, an agency of Mutual of New 
York that became one of the largest 
and best known in the country. He 
was sole manager from 1930 to 1941, 
when he was elected 2nd vice-presi- 
dent of Mutual. He retired in 1949 
but not long afterward became an 
agent of Mutual’s Richard E. Myer 


~ 





Julian S. Myrick 


agency in New York City, with which 
he is still connected. 

As well known in the tennis world 
as in life insurance, Mr. Myrick has 
served as president of the United 
States Lawn Tennis Assn. and was 
president and a member of the board 
of governors of the West Side Tennis 
Club. He has been chairman of the 
Davis Cup committee and of the 
Wightman cup committee. In 1954 he 
was official representative of the 
United States Lawn Tennis Assn. with 
the victorious Davis Cup team at the 
challenge round in Australia. 


Final Total Is 2,688 


The final MDRT membership total 
of 2,688 compares with the all-time 
high of 2,987 recorded last year. 
MDRT Chairman Adon N. Smith II, 
Northwestern Mutual Life, Charlotte, 
N. C., attributes the decline in mem- 
bers to the falling off in many lines 
of business in the early part of 1958, 
plus the new and stiffer rule applying 
to the use of term insurance for 
qualifying. Beginning with last year, 
term could be counted for only 25% of 
its face amount in the case of level 
term and only 12%% if decreasing 
term. Before that, term could be used 
for full face value, up to $250,000. 

By MDRT categories, the biggest 
drop was in the first-time qualifiers, 
with 391 this year as against 804 a 
year ago. There was a slight increase 
in the qualifying-and-life-repeating 
category, with 881 this year as against 
878. There was a large increase, 658 
as against 406, in the life member 
category, indicative of the number 
who were unable to qualify by paying 
for a million in 1958 but who had 


previously qualified for life member- 
ship. 

Qualifying and life, first-time, mem- 
bers showed a slight increase, 329 this 
year as against 306 last year. The 
qualifying-repeating category was 
down considerably, 429 as against 593. 


Elect Beesley Chairman 
Of LIAMA Round Table 


Joseph L. Beesley, senior vice-presi- 
dent of Equitable Society, was elected 
chairman of LIAMA’s Agency Officers 
Round Table at a meeting in Hot 
Springs, Va. He succeeds Grant West- 
gate, agency vice-president of Ohio 
National. 

Elected to the Round Table commit- 
tee for three-year terms are C. W. Arn- 
old, vice-president and superintendent 
of agencies of Kansas City Life; C. R. 
Clements Jr., vice-president, field man- 
agement, of National Life & Accident, 
and John H. Evans, vice-president, 
sales, of Home Life of New York. A. 
Rogers Maynard, 2nd vice-president 
of Metropolitan Life, was named to fill 
the unexpired term of Arthur F. Wil- 
liams, vice-president and superintend- 
ent of agencies of Crown Life, who has 
resigned from the committee. 


Knoxville Life Insurer's 
Charter Is Approved 


The charter of Appalachian National 
Life of Knoxville, Tenn., has been ap- 
proved by the Tennessee department 
and recorded in the office of the secre- 
tary of state. 

The new life company is one being 
founded by the Knoxville Chamber of 
Commerce. 

Appalachian National Life is the 
first ordinary life insurance company 
ever founded and headquartered in 
Knoxville. It was founded because 
Knoxville business men felt an insur- 
ance company to be a needed part of 
the businegg community. 





with a career contract that offers you: 


- Now-eume YOUR OWN AGENCY 


Completely Vested Renewals 
for the premium paying period of the policy. 


Substantial override for general agents. 
Accident and Sickness Plans 


— “Your Partner for Life’. 


With Central Standard Life’s career contract, you can 





+ plan for your retirement * create an estate for your family 


sKenjoy liberal underwriting > join an agency-minded organization 
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CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, Illinois 
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See for yourself 
Write or wire today for 
your “‘new approach” 
agent’s kit. Get full de- 
tails by contacting your 
local Central Standard 
i General Agent or: John 
2 M. Laflin, Vice President 
and Agency Director. 
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Shanks For Curb On 
Labor's Unlimited 
Monopoly Powers 


If this country is to achieve its basic 
economic objectives, “it seems to me 
clear that some 
restraints must be 
placed on the yp. 
limited monopoly 
powers of labor 
unions,” said Pres. 
ident Carrol 
Shanks of Pruden- 
tial in the course of 
his talk before the 
Des Moines Rotary 
Club. 

“An unlimited 
monopoly, whether 
of labor or of busj- 
ness, does not belong in a free society,” 
he said. “Monopoly constitutes aq 
threat to every one of our basic goals, 
We cannot grow rapidly when mo- 
nopoly powers are used to maintain 
feather-bedding, to resist improved 
machinery, and to reduce output per 
man. We cannot have stable prices 
when the money wages of the few 
are pushed up beyond improvements 
in productivity. 


Inflation Used By The Strong 


“We cannot have a fair distribution 
of output when inflation is used by 
the strong to transfer real goods and 
services from the weak. We cannot 
have high employment when we are 
pricing ourselves out of foreign mar- 
kets as well as out of volume domestic 
markets. If labor monopoly and busi- 
ness monopoly are allowed to continue, 
there is only one way of insuring that 
the interests of the public will be 
served, and that is through direct 
wage and price control by govern- 
ment. The monopoly elements in our 
society would do well to think long 
and hard before they bring on such 
controls.” 

Mr. Shanks said the four basic eco- 
nomic goals—rapid growth, high em- 
ployment, stable prices and a fair dis- 
tribution of output—can be achieved 
in the decade ahead. As specific steps 
to aid in their achievement he pro- 
posed (1) a more exacting analysis of 
the time lag between changes in gov- 
ernment spending and taxing pro- 
grams and the subsequent impact on 
the economy, designed to aid in the 
formulation of a governmental fiscal 
policy that will hasten rather than 
impede growth and stabilize rather 
than unstabilize the economy; (2) the 
enactment of a permanent rapid de- 
preciation law to stimulate wholesale 
replacement of obsolete plant and 
equipment; (3) detailed reports to the 
consumer on the particular goods and 
services which are responsible for the 
rise in his cost of living; (4) an effec- 
tive anti-trust program designed to 
maintain competition in business, and 
a curbing of the present unrestricted 
monopoly power of labor unions. 


Chicago Life Men To Meet 
Chicago Assn. of Life Underwriters 
will hold its annual meeting and 
breakfast June 11 at the Midland 
Hotel. The speaker will be William A. 
Hunt, midwest superintendent of 
agencies Phoenix Mutual Life. 





Carrol M. Shanks 


Franklin Lite Conducts School 

A week-long sales training school 
at Utica, Ill, was attended by 50 
agents from midwestern states of 
Franklin Life. William D. Clements 
Jr., manager at Collingswood, N. J. 
was in charge. 
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| Life Companies were not in agree- 
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Indiana Agents Elect Clevenger, Drop 
Caravan Sales Congress, Honor Traylor 


With a turnout of 239, the largest in 
its history, Indiana Assn. of Life Un- 
derwriters, meeting in Indianapolis, 
killed its decade-old caravan sales 
congress; voted to back its legislative 
committee if in the future it had to 
pursue a course on credit insurance 
different from that advocated by the 
companies’ association; and passed a 
resolution on rebating opposed by the 
commissioner. The association also 
elected Joseph Clevenger, Guarantee 
Mutual, South Bend, president, and 
gave its top award, “Hoosier Life Un- 
derwriter of the Year,” to Fitzhugh 
Traylor, Equitable Society, Indianapo- 
lis. 

Speakers on the two-day program 
were J. D. Anderson, vice-president 
Guarantee Mutual, Omaha; Eber 
Spence, retired vice-president and di- 
rector of American United; Jack 





The presidential gavel changes 
hands at Indiana State Assn. of Life 
Underwriters annual at Indianapolis. 
Ralph Stewart, Ohio State Life, Muncie, 
out-going president, right, hands the 
symbol of office to Joseph Clevenger, 
Guarantee Mutual, South Bend, newly 
elected. 


Rawles, 2nd vice-president Lincoln 
National; and Howard Kraft, vice- 
president Ohio State Life. 

The award for membership increase 
went to Elkhart, that for attendance 
at the annual meeting, to New Albany, 
the best local association job of pro- 
moting life insurance week, to Muncie. 
Those and the award to Mr. Traylor 
were made at the Friday evening 
banquet by Alden C. Palmer, Indiana 
commissioner. Mr. Traylor’s citation 
was for a “distinguished record of 
many years of meritorious service in 
the interests of the institution of life 
insurance, the individual agent, and the 
insuring public of Indiana.” 


Caravan Is No More 


The annual caravan sales congress, 
which completed its 11th year this 
past March, was voted out on recom- 
mendation of the executive committee 
because of the over-crowded spring 
meeting calendar. In lieu of the cara- 
van, the association voted to develop 
strong sales congress programs in con- 
nection with both the annual and mid- 
year state meetings and to hold the 
latter in a different location each 
year instead of in Indianapolis. The 
first sales congress will be at Fort 
Wayne in November. 

Richard Englehart, Equitable So- 
ciety, Indianapolis, legislative chair- 
man, reported that his committee’s ef- 
fort to enact credit insurance legisla- 


tio in the immediately past session 


of the state’s general assembly had 
met opposition from “several” domes- 
tic companies. Traditionally, the In- 


| diana association has not taken to the 


legislature any bills on which it and 
Assn. of Legal Reserve 


ment. Mr. Englehart received associa- 
tion approval to break the tradition if 
the association should split with the 
companies on credit insurance legisla- 
tion. 

Fort Wayne, which had previously 
circularized the state seeking support 
for the measure, presented a resolu- 
tion condemning the alleged practice 
of some domestic home offices of re- 
funding the agent’s first-year commis- 
sion on home office employe appli- 
cations, a practice which, the resolu- 
tion charges, “in many cases includes 
relatives of home office employes not 
employed by the company.” The reso- 
lution cited the Indiana law on rebat- 
ing, charged that the practice referred 
to is rebating, and directed that the 
matter be brought to the attention of 
the commissioner with a recommenda- 
tion for action. 

Mr. Englehart reported that Com- 
missioner Palmer, who, while objecting 
to the practice when extended to non- 
employe relatives, felt that insurance 
at net rates is a universal fringe 
benefit for home office employes, is 
not legally a rebate, and that no good 
purpose would be served by such a 
resolution. 

All discussion from the floor was in 
favor of the motion, which was passed 
unanimously. 

Hastings A. Smith, New England 





Top Hoosier Award 
To Fitzhugh Traylor 


In an emotion-charged presentation, 
Fitzhugh Traylor, manager of Equita- 
ble Society at In- 
dianapolis, was 
surprised with the 
Hoosier Life Un- 
derwriter award, 
top honor in that 
state, at the annual 
meeting of Indiana 
Assn. of Life Un- 
derwriters at Indi- 
anapolis. Commis- 
sioner Alden C. 
Palmer, a_long- 
time personal 
friend of Mr. 
Traylor, read the citation, at the con- 
clusion of which he added his personal 
citation “for tremendous courage in the 
face of adversity.” 


Attends In Wheel Chair 


Mr. Traylor, recently released from 
the hospital and still confined to a 
wheelchair, had been induced to attend 
on the pretext that a “great honor” 
was to be bestowed upon a member of 
his agency, largest in the state. After 
Mr. Palmer had read the citation, Mr. 
Traylor wheeled himiself to the front 
table and admitted that he had been 
“completely duped.” He said he had 
come expecting some type of honor for 
one of his assistant managers. 

Mr. Traylor has held all the offices 
in the Indianapolis association, Indian- 
apolis General Agents & Managers 
Assn., Indianapolis CLU chapter, and 
the national presidency of American 
Society of CLU. He has also served as 
first president of Equitable’s CLU as- 
sociation, and as chairman of the first 
CLU institute. 

First recipient of the Hoosier award 
was Oren Pritchard, manager Union 
Central, Indianapolis, and now presi- 
dent of NALU. 


Fitzhugh Traylor 


Seaboard Life has been licensed in 
Michigan. 





Life, Indianapolis, chairman of a 
temporary general agents and manag- 
ers committee, recommended the for- 
mation of a general agents and man- 
agers conference within the frame- 
work of the state association. 

Verlin Harrold, Fort Wayne, retired 
general agent of Lincoln National and 
a past president, announced plans for 
a testimonial breakfast for Oren D. 
Pritchard, NALU president, at the 
Philadelphia convention on Sept. 23. 
Gerhard Krueger, Equitable of Iowa, 
Chicago, Illinois state president and 
membership chairman for NALU’s 
Zone Five, urged Indiana to show ap- 
preciation of Mr. Pritchard by an- 
nouncing at the testimonial breakfast 
that it had passed membership quota 
in his honor. 


May Publish Directory 


The meeting also passed a motion 
to appoint a committee to study the 
possibility of a state membership di- 
rectory, to be published professionally 
and supported by advertising. 

Eber Spence, speaking as chairman 
of the new NALU building fund com- 
mittee, outlined plans and called on 
Indiana to take number one place na- 
tionally in honor of Mr. Pritchard. 
Rankings of states will be based on a 
combination of percentage of charter 
builders and per capita gift, he an- 
nounced. 

Other officers elected in addition to 
Mr. Clevenger were four zone vice- 
presidents; Oscar Ritz, Provident Mut- 
ual, Gary; Stanley Galey, Massachu- 
setts Mutual, Lafayette; Donald Mc- 
Clary, National of Vermont, Vincennes; 


« Charles McCotter, Northwestern Mut- 


ual, Indianapolis; and secretary, Mar- 
tin Rokert, Jefferson National, Ham- 
mond. 


Life Insurance Is 
6-Award Winner In 
Advertising Contest 


Five life companies and Institute of 
Life Insurance were among the 27 ad- 
vertisers that won the Saturday Re- 
view’s annual awards for “distinguish- 
ed advertising in the public interest.” 

The companies, listed alphabetically, 
are John Hancock, Metropolitan, New 
York Life, Northwestern Mutual, and 
Prudential. Metropolitan and New York 
Life ranked second and third in number 
of votes of the awards committee. 

Because of the closeness of the vot- 
ing, Saturday Review also announced 
the 12 runners-up, one of which is 
Equitable Society. 

Some 300 advertising campaigns 
were screened in the contest. The com- 
petition was so keen that 98 campaigns 
survived into the final voting. 

An incomplete story on the awards, 
printed in the May 9 issue of THE Na- 
TIONAL UNDERWRITER, Was based on in- 
formation from a non-life source. 


*49’er’ Campaign Sets Sales 
Record For General American 

General American Life’s ‘49’er” 
sales campaign resulted in record paid 
ordinary life production, exceeding 
that of all previous contests of com- 
parable length. The campaign honored 
President Frederic M. Peirce and pro- 
duced a paid ordinary total of $18,717,- 
246. 

Leading agency for paid life volume 
was the Adam Rosenthal, St. Louis, 
with $1,196,437. Second was James E. 
Gilles, Columbus, Ohio. Individual 
leader in paid life volume was Abe A. 
Wolman, associate general agent in 
the Gilles agency, with $633,500. 
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* One of the Nation's 
7 billion-dollar companies, 
‘ with more than 1000 suc- 
Pa cessful Fieldmen . . . in 
e seven states ... from the 
° Great Lakes to the Gulf 


Coast. 


HOME OFFICE: 


:| Commonwealth Building 
Louisville 


The Tallest, Finest Office 
Building in Kentucky 





The Health Insurance Assn. state- 
ment of policy, adopted unanimously 
by the directors at their annual meet- 
ing in Philadelphia, calls on all ele- 
ments of the American society—busi- 
ness, labor, the suppliers of medical 
and hospital services, the community 
and the public as represented by gov- 
ernment—to join with the association 
in recognizing the social responsibility 


HieNATIONAL UNDERWRITER 


HIA Calls For Recognition Of Social, 
Economic Need Of A&S Coverage For All 


and economic necessity of providing 
adequate health insurance to every- 
one who can be reached through es- 
tablished institutions operating in a 
free and competitive environment. 
While dealing primarily with what 
the health insurance business is doing 
now and will continue to do in the 
future in providing adequate health 
care for the aged, the statement em- 


phasizes the need for cooperative ac- 
tion among all segments of the popu- 
lation to bring health care coverage to 
all those who need it. 


Lowest Possible Cost 


As for its policy towards the over- 
65 group, the statement said that 
methods employed by the business in 
protecting the older citizen against the 
cost of medical care represent years of 
research and experimentation in seek- 
ing suitable coverages for the lowest 
possible cost, soundly financed and 
efficiently administered. 





FROM MARCH 31, 1958 TO MARCH 31, 1959 
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_ BENEHT 


Dynamic Men... Dynamic Product ...Dynamic Sales Aids 


During the year ending March 31st, Mutual Benefit Life sales increased 25% over the previous 
12 months. Outstanding planning, product and people are responsible for this remarkable record. 
To sell TRUE SECURITY, Mutual Benefit Life first selects talented men. They are trained 

































aid 





and provided with the most comprehensive sales aids in the life field, such as audio-visual presen- 
tations and merchandising tools designed for special business and professional groups like the 
medical market. These selling aids, plus the 114 year reputation of Mutual Benefit Life as the 


‘‘policy-holders’’ company, plus the TRUE SECURITY MUTUAL BENEFIT 


concept, combine to help Mutual Benefit Life men increase 






sales day after day. With such consistent sales progress, these Th Reem 
professionals assure TRUE SECURITY for their families “© | ¢ ne eee 
bell | in for TRUE SECURITY 


and themselves as well as for their clients. 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK. NEW JERSEY 
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The statement listed some Cf the 
programs the business has now ang 
will continue as a matter of policy. 
These programs include: 

—Use of mass enrollment tech. 
niques for issuance of new health jn. 
surance for persons age 65 and older 

—Continuation of insurance on old. 
er active workers under group insur. 
ance plans. 

—Continuation of group insurance 
on workers who retire and their “de. 
pendents, generally with part or all of 
the premium paid by the employer, 


Conversion From Group Coverage 


—Continuation of an individual pol. 
icy or contract basis of coverage 
originally provided by group insur. 
ance, this being accomplished by con. 
version of the group coverage gp 
termination of employment or mem- 
bership in the insured group. 

—New issuance of insurance op 
such groups of older people as assocj- 
ations of retired persons or employes, 
retired teachers and civil servants, 
and organizations for the aged. 

—Continuation for life of individual 
insurance purchased at the younger 
ages. 

—Issuance of insurance that be. 
comes paid-up at age 65, thus en- 
abling the policyholder to pay for his 
protection during his productive years, 

—Issuance of health insurance to 
broad classes of physically impaired 
people. 


Supports Assistance Programs 


As for that segment of the older 
population which is unable to finance 
health care costs for themselves be- 
cause of limited means, the policy 
statement said that they should have 
the assurance that health care is 
available to them when they need it, 
and, “to that end the health insur- 
ance business supports assistance pro- 
grams to supplement the efforts of 
voluntary agencies. As a service to 
the community the health insurance 
business stands ready to make its 
knowledge and facilities available to 
assist in the ateinetentios of such 
programs. 

“The health insurance business sup- 
ports a federal matching funds pro- 
gram which would encourage develop- 
ment of nursing home facilities, of 
suitable standards, for older persons 
who need medical attention of less 
scope than full hospital care.” 


Accounting & Statistical 


Assn. Elects Andrew 


Charles Andrew, Jefferson Standard 
Life, has been elected president of 
Insurance Accounting & Statistical 
Assn. Other officers elected at the 
annual meeting in Atlantic City in- 
clude J. C. Smith, Imperial Life of 
Canada, vice-president, finance; Logan 
Campbell, Gulf Life, director, life, 
A&S, group; Thomas Mott, Republic 
National, director, local chapters, and 
W. R. Morgan, Equitable Society, di- 
rector, exhibits. 


INSURANCE FILING SYSTEMS ; 
¢ OUR SPECIALTY SINCE 1919; 


eWe were the originators of Two-Way and@ 
$ Three-Way Tang Folders, made especiallye 
Sher Application permanent record files. Wee 
also have Transparent Policy Jackets. Sam-¢ 
eples of folders and jackets with price lists 


e sent on request. : 
e H. B. McClure Mfg. Co. ® 
: 2302 West Glen Ave. “ 
* Peoria, Illinois e 
@ We sell direct to Insurance Companies ¢@ 
Ceoeeecccccccccceoecooer® 
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Some Auto Racers Are 
Now Insurable, Barney 
Tells HO Underwriters 


Despite the ever-present possibility 
of instant death, some automobile rac- 
jing drivers can obtain life insurance, 
according to Chester F. Barney, vice- 
president of American United Life. 

Speaking before the annual meeting 
of Home Office Life Underwriters 
Assn. in Chicago, Mr. Barney cited 
insurance for auto racers as an examp- 
ple of liberalized rules which make it 
possible to issue policies to nearly all 
who apply for them. In the case of 
racing drivers, and others in hazardous 
occupations, there is usually an addi- 
tional premium because of the extra 
risk involved. 

Before a life company sells a policy 
to an automobile racer, however, it 
wants to know a good deal about his 
background in order to evaluate his 
driving habits. This has given insur- 
ance officials one of the best bird’s-eye 
views of automobile racing safety in 
the U.S. 

Mr. Barney told the meeting that by 
sheer weight of numbers, sports car 
drivers and racers constitute the most 
frequent and perhaps the greatest 
automotive insurance problem. 

“Over 250,000 foreign cars are esti- 
mated to be registered in the U.S., and 
the rapidity of the trend of interest is 
indicated by the fact that the circula- 
tion of sports car publications has 
jumped from 50,000 to 450,000 in the 
last five years,” he said. “Sports car 
racing, because it is an avocation more 
often than a vocation, creates a unique 
problem for the underwriter.” 

While statistics are scant, 


Bill Regulating Credit 
Life And A&S In D.C. Is 


Introduced In The Senate 


Sen. Bible of Nevada, chairman of 
the District of Columbia committee, 
has introduced a bill for the regulation 
of credit life and A&S in Washington. 
The bill sets forth provisions of policies 
and requires certificates of coverage 
disclosure to debtors. It also prescribes 
forms, amounts, and terms of coverage. 

Under the bill, premium rates are 
to be filed with the superintendent, 
and provisions are made for refunds 
and claims on existing coverage. The 
debtor would also have the option of 
furnishing required coverage. Another 
provision includes the requirement 
that the amount of coverage does not 
exceed the debt. 


and do 





Lincoln National Is Honored 
By Sons Of Indiana (N.Y.) 

Lincoln National Life was honored 
recently at the annual banquet of Sons 
of Indiana in New York, an organiza- 
tion of some 500 Indiana-born mem- 
bers who now live in the New York 
area. 

Walter O. Menge, company presi- 
dent, accepted from the organization a 
plaque which was presented in recog- 
nition of the company’s contributions 
to the life industry, and for its en- 
deavors in promoting public interest 
In the life and ideals of Abraham 
Lincoln.” 

Dr. R. Gerald McMurtry, director 
Lincoln National Life Foundation, was 
the featured speaker of the evening. 
His topic was “Lincoln: An Indiana 
Product.” 

Among the guests at the banquet 
Was artist Paul Manship, whose Lincoln 
statue, “Abraham Lincoln, the Hoosier 
Youth,” stands in front of the com- 
pany’s home office building. Mr. Man- 
ship presented to the company a mini- 


| ature of his creation. 


LIFE INSURANCE EDITION 


not enable definite conclusions to be 
drawn, Mr. Barney said, the Sports 
Car Club of America reports there are 
about 3,000 licensed competition 
drivers, of whom 91 are women. In 
1956 SCCA experienced five fatalities, 
in 1957 only two and in 1958, five. 
There has been only one fatality so far 
in 1959. 


Statement May Be True 


“The statement often has been made 
by racing drivers that they feel safer 
on the track than on the public high- 
ways,” he said. “In a way this may be 
true. The drivers on the race course 
have proven themselves to be capable 
drivers. Otherwise, they would not have 
been able to obtain a competition li- 
cense. The automobiles are very pos- 
sibly in better mechanical condition 
than the average car since competition 
inspections are strict. Safety precau- 
tions and strict enforcement of rules 
are designed for the protection of the 
drivers and for the removal of a 
hazardous competitor. However, no 
matter how strict the rules, or how 
fine the protective measures, the haz- 
ards of competitive speed driving can- 
not be ignored or discounted.” 


Managing General 
Agents (Fire) Urged 
To Add Life GA Role 


The managing general agent in the 
fire-casualty field who wants to add life 
insurance to his 
setup can best do 
it by getting a gen- 
eral agency con- 
tract from a lead- 
ing life company, 
so as to provide 
service to the local 
agencies he serv- 
ices, President W. 
Rankin Furey 
of Berkshire Life 
told the annual 
meeting of Amer- 
ican Assn. of Man- 
aging General Agents, in New York 
City. 

This is by no means a new idea 
among managing general agents, said 
Mr. Furey, but while successfully de- 
veloped by some, it has not been widely 
utilized, mainly because of lack of in- 
terest in developing life insurance. 
Now, however, the picture is different. 





W. Rankin Furey 


7 


General insurance agencies are seeking 
ways to obtain life business, and the 
mar.aging general agent is in a position 
to nelp them. 


Able Life Man Essential 


The managing general agent usually 
represents several or more fire and cas- 
ualty insurers, representing them in 
more sparsely settled territory on much 
the same basis that a company branch 
office represents the company in met- 
ropolitan areas. 

The key to developing business 
through a life company general agency 
contract, said Mr. Furey, is to have on 
the staff a highly competent, well train- 
ed full-time life insurance man to 
direct the entire life insurance opera- 
tion, for otherwise success will be in- 
different. The success of the whole ven- 
ture will depend more on the compe- 
tence of this man than on the general 
agent’s success level in the fire-casualty 
business or on that of the life company 
with which the general agent has his 
basic contract, said Mr. Furey. 


The Gilles agency of Columbus, O., 
led General American Life in indivi- 
dual life sales in April. 

























New Business Insurance Tools 


The Lincoln National man is solidly in 


cast. 


ness Security 


claim that LNL 


men. 


The 
LINCOLN 


the business insurance market, thanks to 


his new up-to-date Business Security Fore- 


Introduced to LNL’s field management 


people at 5-day regional seminars, the Busi- 
every kind of business insurance and deals 
with A & S as well as Life situations. 


Lincoln National’s new Business Security 


Forecast is another reason for our proud 


INSURANCE COMPANY 


Its Name Indicates Its Character 


Forecast material covers 


is geared to help its field 


NATIONAL LIFE 


Fort Wayne, Indiana 
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Statutory Hobbles On Group Can 
Kill Off Freedom To Experiment 


Efforts to control such relatively 
minor problems as jumbo group and 
fictitious groups could have serious 
repercussions in putting undesirable 
restrictions on life companies that 
would curb their ability to experi- 
ment, said Henry S. Beers, president 


of Aetna Life group, in his talk at 
the southwest area management con- 
ference at Arrowhead Springs, Cal. 
Following is an abridged version of 
his talk. 


The amount of life insurance in- 


volved in the so-called “jumbo” and 
“fictitious” groups is a small percent- 
age of group life insurance—it repre- 
sents only a small fraction of 1% of the 
total group insurance premium vol- 
ume. 

Even so, if these things are bad, why 
aren’t they stopped? That question has 
a lot of angles. 

There is no unanimity as to just 
what is bad and just what is good or, 
at least, unexceptional. A committee 
of life insurance executives is strug- 
gling with these problems. The com- 
mittee membership was originally 





“No wonder I like to sell John Hancock” 








life insurance need 


The John Hancock representative is in the envi- 
able position of being able to offer his clients 
every type of modern life insurance protection. 


His complete portfolio includes a full range of the 
finest individual policy plans, including special 
contracts for Family and Business Protection, 
Mortgage Cancellation, Annuities, and Family 
and Retirement Inceme. Other outstanding 
assets in his portfolio are up-to-date contracts 
for Pension and Profit Sharing Plans, individual 
Personal Health insurance, and Group Life, 
Accident and Health coverages. 


With these modern products and his thorough 
training and knowledge, the John Hancock man 
can serve more clients — and serve them better. 
It’s not surprising he finds it so satisfying and so 
rewarding to sell John Hancock. 
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selected with the intention of repre. 
senting a wide range of opinion. Oy 
discussions have not yet brought oy, 
opinions close enough together to re. 
sult in a report. We still represent g 
wide range of opinion. 

I don’t think there is any more uni- 
formity among field men. A cornmit. 





Henry S. Beers, 
president of Aetna 
Life group, is an 
actuary of long 
experience and 4 
student of the pro. 


blems of group 
life and A&S in. 
surance. He was 


for 30 years in the 
Aetna group diyj- 
sion. 








tee selected to represent the differing 
viewpoints of different types of sales- 
men or consultants would have equal 
difficulty in bringing their ideas close 
together. 

Much the same statement could be 
made of insurance buyers; or of eco- 
nomists and sociologists interested in 
these problems; or of legislators. Fur- 
thermore, there do not seem to be 
well recognized, clearly stated and 
convincing public-policy reasons for 
the specific suggestions that have been 
made for limiting group insurance to 
moderate amounts and to groups con- 
stituted in certain limited ways. 

It is unnecessary for me to remind 
you that this kind of limitation can- 
not be imposed by agreement between 
committees representing competing in- 
surance companies on the one hand 
and competing insurance salesmen on 
the other hand. 

The day of the Group Assn. and its 
promulgated underwriting rules is long 
past. 


Must Be Justified 


It is equally unnecessary for me to 
remind you that these limits cannot 
be imposed by statute until and unless 
the precise limitations have been de- 
cided upon, and justified by public- 
policy reasons generally acceptable to 
most interested parties, including in- 
surance companies, insurance sales- 
men, benefit plan consultants, pur- 
chasers and probably other groups, be- 
cause legislative committees and leg- 
islatures will require proof of a public 
interest before the adoption of legisla- 
tion. 

This sounds as if I think that effec- 
tive limitations are not likely to be 
adopted countrywide or universally 
enough to be worth adopting any- 
where. Is this good or bad? 

In trying to answer that question, 

(CONTINUED ON PAGE 19) 





LIFE ADMINISTRATIVE ASST. 
$8,000 


Highly recommended opening for young man 
with interests in the following areas: 

1) A desire to function in the capacity of 
Public Relations and contact work rather 
than direct sales capacity; 

2) A preference for utilizing technical back- 
ground in administrative capacity; 

3) A willingness to travel moderately. 
This position will be in a newly opened 
Branch Office of a well-known Company. The 
operation will be of a moderate size offering 
rapid advancement. 

Company’s specifications: interested only in 
young man twenty-five—thirty-five age range, 
college degree mandatory with minimum four 
years Home Office Life Underwriting expe- 
rience. Appearance and personality very 
important. 

A postal card will bring “HOW WE OPER- 
ATE”. No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Illinois 
HArrison 7-9040 
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EKLUND PINPOINTS NEEDS: 


LIFE INSURANCE EDITION 


Time For Young Man To Grow In, More 
Development Of ‘Middle-Grade’ Agent 


The need for a system that will give 
young college graduates the time they 
need for seasoning as salesmen and a 
system that will develop the potential 
of the “middle-grade” agent were 
emphasized by Coy G. Eklund, man- 
ager for Equitable Society in Detroit, 
in his talk at the annual New England 
area management conference at 
Swampscott, Mass. 

Following are the portions of his 
talk that dealt with these two needs: 


I think we must become more effec- 
tive at attracting and holding the 
young college man. In the interest of 
long-range growth we must acquire 
the services of college people right 
out of school. But today, you can’t 
puild an agency with these kinds of 
poys. AS a group, they’re too young, 
jmmature, unprepared for the difficult 
job of selling life insurance. They 
can’t stand the discouragement, the 
initial lack of prestige, the heavy load 
of self-reliance. They are great poten- 
tially, but they need time to mature. 

Time is one of the most important 
factors in the matter of retention. Giv- 
en time enough to become established, 
there is hardly an honest, likeable, 
ambitious, reasonably intelligent man 
that can’t become a successful life in- 
surance salesman. But we don’t allow 
time. There is no time latitude for 
the young college man. He must be- 
come immediately productive, and 
with the competitive employment sit- 
uation as it is, he must become sub- 
stantially productive or he will grow 


ALC Sets Program 
For June Meeting 


The program for the annual Ameri- 
can Life Convention medical section 
meeting to be held June 11-13 at the 
Homestead, Hot Springs, Va., has been 
announced. 

Dr. Joseph Travenick Jr., chairman 
ALC medical section and medical direc- 
tor Occidental Life of California, will 
preside at all sessions of the three-day 
meeting, as medical directors from the 
276 member companies of the Conven- 
tion gather to discuss insurance medi- 
cine problems. 

The opening session will be greeted 
by ALC President R. E. Irish, presi- 
dent Union Mutual Life. He will be 
followed by Claris Adams, executive 
vice-president ALC; Dr. Henry B. 
Kirkland, president Assn. of Life In- 
surance Medical Directors and chief 
medical director Prudential, and Albert 
V. Whitehall, vice-chairman Health 
Insurance Council. Dr. Travenick will 
then deliver the traditional address of 
the chairman. 

The program will present papers by 
life insurance authorities in their spe- 
cial fields, by medical directors of the 
member companies, and by specialists 
In the research fields of medicine and 
from the medical schools of the nation. 

As a variant, the program also in- 
cludes two panel discussions. The first 
dealing specifically with “Liver and 
Biliary Tract Disorders,” and the sec- 
ond, called “Underwriting Capsules,” 
dealing with seven specific medical 
Problems from the point of view of 
‘medical underwriting. 


_ Republic National in April recorded 
Increases of 50% in ordinary, 75% in 
A&S and 20.55% in reinsurance over 
April, 1957, 





discontended and be induced eco- 
nomically to leave for other employ- 
ment. 

We need these boys. The industry 
needs them for 20 and 30 years from 
now, and we’ve got to find a way to 
bring them with us in large numbers. 
But most importantly we must find 
the way to hold them with us until 
they can get established. 

The life company that first learns 
how to attract and hold significant, 
disproportionate numbers of these 
high-grade people will “steal a march” 
on the rest of us that will put it far 
ahead of the parade in years to come. 

I also hold a personal conviction that 
we must learn to develop not only the 
“ready-made salesman” or the “self- 
starter,” but we must learn how to 
develop the more numerous, and po- 
tentially successful, “middle-grade” 
men. The middle-grade man will al- 
ways constitute the bulk of our agency 


organizations. He’s the only one to be 
recruited in adequate numbers. There 
aren’t enough of the “naturals” to give 
us the manpower we need, and this 
is true in most every kind of a busi- 
ness organization. 

We have greater chance to produce 
significant expansion results through 
focusing on ways and means of de- 
veloping the middle-grade man than 
in any other way. Either he succeeds 
or we fail to meet the great challenge 
of manpower expansion. Weeding out 
failures quickly is easy! Developing 
self-starters is easy! But it is the 
middle-grade people on whom the 
final outcome depends. We can’t get 
along without them. 

There is no easy answer but I hold 
firmly to a conviction that through 
better management, better training, 
leadership, and motivation, we can 
strengthen these people, stimulate and 
inspire them—and through better fi- 
nancing we can give them time—to 
where they can become substantial 
producers of life insurance and a gen- 
uine credit to the life insurance indus- 
try. And they, the middle-grade men, 
surprisingly, will be the saviors of the 
agency system! 


Ill. A&H Men Elect 
Eyre President At 
Peoria Sales Rally 


The turnout for the annual sales 
congress of Illinois Assn. of A&H Un- 
derwriters at Peoria, though numeri- 
cally somewhat short of spectacular, 
was nevertheless enthusiastic, possibly 
warming up for the host role next 
year when the international associa- 
tion holds its annual conclave in Chi- 
cago. 

William H. Eyre, Illinois Mutual 
L.&C., Peoria, who for several years 
has been secretary-treasurer, was ad- 
vanced to president, succeeding John 
E. Sonin, Life of North America, Chi- 
cago. S. B. Stottrup, Mutual Benefit 
H.&A., Deeatur, and Jack Olson, Com- 
bined, Chicago, were named vice- 
presidents, and Martin MHaueisen, 
Washington National, Chicago, is the 
new secretary-treasurer. 

Gail L. Shoup, Lincoln National, 
Grand Rapids, president of Interna- 

(CONTINUED ON PAGE 16) 
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Persistency Pays Provident Producers 


Good persistency pays in a number of ways. Policyholders 
keep the protection they need, the company keeps more busi- 


ness in force, and the salesman earns more money. 


The savings brought about by good persistency are shared 
with those responsible for them —the salesmen. At the 
Provident sales conference last month 45 leaders in per- 
sistency who met the necessary production requirements di- 
vided more than $30,000. This extra compensation was 


money these salesmen earned. Persistency pays cash! 
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Changes In The Field 


Life Of North America 
John R. Stozenski has been ap- 
pointed group manager in the Pitts- 
burgh service office, replacing John P. 


before joining Life of North America. 

Mr. Ruedisueli joined Life of North 
American in March as regional group 
manager in Pittsburgh. He entered life 
insurance in 1953 as group representa- 


at Beverly Hills, Cal., where he was 
director of group agencies. 

Coulter Glenn, assistant manager at 
Pittsburgh, has been appointed man- 
ager at Washington, D. C. He entered 
the life business in 1957 and joined 
Life of North America in 1958. 


Prudential 
Floyd A. Smith has been promoted 


Ruedisueli, who has moved his region- 
al headquarters to the Cincinnati 
service office. Mr. Stozenski was dis- 
trict group manager for New York 
Life at Pittsburgh for seven years 


tive for Continental Casualty and later 
became its district group manager in 
Phoenix. He went to Life of North 
America from Guaranty Union Life 


to manager of the Bond Hill district 
office at Cincinnati. He succeeds 
Lawrence F. Wittenauer, who has 
retired. Mr. Smith joined Prudential’s 














William J. Cooper (L.) Louisville —President’s Trophy Winner 





Harold T. Dillon (L.) Atlanta—President’s Plaque Winner 


National Life honors these General Agents 
for Superior Performance 


In recognition of “most outstanding perform- 
ance in agency operation and development,” 
National Life has awarded the President’s Trophy 
to the William J. Cooper Agency of Louisville, 
Kentucky. National Life President Deane C. Davis 
made the presentation. 

Awards were also presented to three other 


These general agents and their staffs have set a proud record and we congratulate them. 


National Life of Vermont 
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H. F. Johnson (L.) Chicago—President’s Plaque Winner 


Tom McNiel (L.) Dallas —President’s Plaque Winner 


agencies for outstanding performance. National 
Life Vice President Clyde R. Welman, CLU, pre- 
sented President’s Plaques to the H. F. Johnson 
Agency, Chicago, Illinois, the Harold T. Dillon 
Agency, Atlanta, Georgia, and the Tom McNiel 
& Associates Agency, Dallas, Texas. 


M - Ypctier 
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Toledo district in 1950, becomir stag; 
manager in 1953 and trainin; cop. 
sultant In 1957. 


National Of Vermont 


William H. Ben- 
der Jr. has retired 
as general agent 
in New York City 
and is succeeded 
by Merril P. Ar- 
den, a million-dol- 
lar producer who 
for the last five 
years has been 
with the Fluegel- 
man _ agency of 
Connecticut Mutu- 
al at New York 
and who is serving 
his second term as president of Assn 
of Advanced Life Underwriters. 

Mr. Bender has been a general agent 
for 21 years for National Life in New 
York and has been in the life insuranee 
business 45 years. He started with 
Equitable Society at Milwaukee, where 
he built the company’s largest unit in 
the country. In 1926 he became man. 
ager at Chicago. After a short time 
in investment banking he returned t 
life insurance as manager for Acacia 
Mutual at Chicago, shortly thereafter 
rejoining Equitable as a field assistant 
in Syracuse. He returned to Chicago 
as assistant manager of the former 
Hobbs agency of Equitable and in 193) 
went to New York City as manager. 

Mr. Arden, who entered life insur. 
ance with the Bender agency in 195} 
and remained there until 1953, has 
paid for a million dollars or more of 
business each year since becoming an 
agent. He is a member of the 1959 
Million Dollar Round Table. He re. 
cently acted as spokesman for Assn. of 
Advanced Life Underwriters at the 
public hearing conducted by the New 
York department on minimum deposit 
plans. 





Merril P. Arden 


Connecticut General 


Thomas D. Armstrong, head of group 
pension at Minneapolis, has been 
named district group pension manager 
at Los Angeles to succeed Charles R. 
Lindberg, who transfers to Hartford in 
the same capacity. Robert H. Dunphy, 
group agent at Hartford, is appointed 
group pension manager at Philadelphia. 


Guardian Life 


Guardian Life has opened a regional 
group office in Atlanta covering Ken- 
tucky, Tennessee, Alabama, North 
Carolina, South Carolina, Georgia and 
Florida. Manager is James D. Holland, 
formerly a district group manager for 
New England Life. Named group sales 
representative is Dan C. Groover, 
formerly a group sales representative 
for John Hancock in Atlanta. Muriel 
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the newly established regional field 
office there. Before joining Bankers 
National, he was with Prudential. 


Washington National 


Howard R. Bamberg has joined the 
Songer agency of Indianapolis as di- 
rector of the professional and trade 
association division. 


Aetna Life 


R. S. Edwards, co-general agent 
with A. D. Stein at Chicago, has retired 
after 43 years with Aetna Life, and is 
succeeded by Arwood Henderson, di- 
rector of agencies since 1955. Mr. 


eral agent there. Before joining Postal 
Life in 1958, he was with Occidental 
of California. 


Protective Life 


Appointed general agents are: 

Milton Elmer at Richmond, formerly 
with Prudential as an agent for 1% 
years. 

James E. Flex at Houston. He has 
had nine years in the life field. Before 
joining Protective, he was with Na- 
tional Life of Vermont. 

J. E. Spinks at Shreveport, La. He 
has been an agent of Pilot Life for 
two years. 

D. W. Swain at Silver Spring, Md. 


COLUMBUS 15, OHIO 
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THE OHIO STATE LIFE 


Jaman py 
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He has been 22 years in the life field, 
most recently as general agent for 
Postal Life for three years. He was 


unit manager for Acacia Mutual for 


19 years. 

Hugh R. Thomas will be associate 
general agent in Tuscaloosa, Ala. He 
has been an agent for John Hancock 
for two years. 


New York Life 


are Charles B. 
Robert J. Elm- 
A. Fowden, 


Names managers 
Dennard, Nashville; 
linger, Detroit; James 


Knoxville; Burton E. Hawley, Duluth; 
Kenneth L. Meyer, Indianapolis; R. R. 
Robbins, Springfield, Mass.; Galen G. 
Webb, Springfield, Ill., and Richard P. 
McClammy III, Chicago. 


Franklin Life 


Edwin A. Tofte, has been appointed 
associate regional manager at Fargo, 
N. D. 


All American L.&C. 


Edwin P. Sweeney has been named 
general agent for northwestern Wash- 
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ington and will open an office in 
Seattle. Beginning in insurance in 1952 
with Equitable Society, Mr. Sweeney 
became a district manager for that 
company in 1955. 


Pacific Mutual 


Roy D. Carroll has been appointed 
manager of a new agency at Charles- 
ton, W. Va. He has been in the busi- 
ness 12 years. Theodore Hundley, 
West Virginia manager since 1918, is 
retiring but will continue to represent 
the company at Huntington. 
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MONY’S prospect booklet, “For That Boy You’re 
So Fond Of,” talks to dads and granddads. It ex- 
plains how a MONY policy with a Guaranteed 
Insurability Rider can be a perfect gift for young- 
sters. It helps your selling job by pre-selling your 
prospects. You’ll want to mail this booklet-—with 
your own personal message—to every family man 
in your client file and on your prospect list! 


Marwan 0- New York 


The Mutual Life insurance Company Of New York, New York, N.Y. 
Offices located throughout the United States and in Canada 
FOR LIFE, ACCIDENT & SICKNESS, GROUP INSURANCE, PENSION PLANS 
MAOMY TODAY MEANS MONEY TOMORROW! 










MONY helps brokers sell 
Guaranteed Insurability 


with special free sales aids 


as part of MONY’s new brokerage service 


MONY’S broker booklet, ‘“Guaranteed Insurability 
—Guaranteed Saleability,’’ gives important sell- 
ing tips and examples. It also shows how MONY’s 
Guaranteed Insurability Rider can broaden your 
market: (1) by helping you develop repeat busi- 
ness from established clients; (2) by opening a 
vast new juvenile market to you; (3) by giving 
you new leads for your General Lines business. 


- for brokers... and their clients 


* GUARANTEED INSURABILITY 
, FOR SONS AND GRANDSON: 


* GUARANTEED SALEABILITV 
FOR You 
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FREE! FOR BROKERS! 


MONY, B’way at 55th St. 
New York 19, N. Y. 


Please send me MONY’s two free booklets 
on Guaranteed Insurability. 
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John Hancock 


E. Leslie Ross, 
formerly manager 
of Life of North 
America at Phila- 
delphia, has joined 
the general agen- 
cy department of 
John Hancock as 
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superintendent of 
agencies. 

Mr. Ross was an 
educator and busi- 
ness executive be- 
fore going into 
life insurance 
sales work. He is a CLU. 


E. Leslie Ross 


Phoenix Mutual 


D. Gordon Hunter, chairman of the 
directors’ agency committee, has re 
tired after 44 years with the compa. 
ny. He began his insurance caree 
with Phoenix Mutual as an agent 
became agency manager in 1929 
agency vice-president the following 
year and vice-president in 1934, He 
has been a director since 1944 ang 
will continue in that capacity. 


Pacific Mutual 


Assistant Vice-President A. NV. 
Culling, has been appointed head of a 
new field office administration de. 
partment. E. Eugene Brown, agency 
accounting manager, will replace 
Mr. Culling as director of agency ad- 
ministration, and G. Kenneth Davis, 
assistant manager of agency account. 
ing, becomes manager. 


Pilot Life 


Robert Pope has been appointed to 
the newly created post of manager of 
manpower development. Mr. Pope, 
a CLU, has been with Mutual of New 
York at Tampa. Named agency assist- 
ants are Collie Brown and Flay Sellers, 

Mr. Brown has been with Penn Mu- 
tual at the home office, and Mr. Sell- 
ers with Prudential at Greensboro, 
N.C. 


Shenandoah Life 


William A. Magee, supervisor of 
the policy issue division since 1956, 
has been named assistant treasurer. 
He joined the treasurer’s division in 
1947, 


United States Life 


Walter R. Zerbst, who has _ been 
both agency executive assistant and 
eastern region superintendent of agen- 
cies, is succeeded in the latter post by 
Kenneth J. Ludwig, director of train- 


a Service Guide. 


ACTUARIAL COMPUTING 
SERVICE, INC. 


Fez 1389 Peachtree Street, 
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CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 


30 N. LaSalle St. Chicago 2, Ill. 
Financial 6-9792 
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pg. Mr. Zerbst will thus be able to 
tevote himself to the full time ad- 
ninistration of the agency depart- 
nts internal organization. Mr. 
udwig has been with United States 
rife since 1954. 

William O’Neil and Kenneth Anders 
rave been promoted to eastern region 
cictant superintendents of agencies. 
ir, O’Neil joined the company in 
1958 and Mr. Anders in 1956. 
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All American L.&.C. 


Robert E. Main 
has been appointed 
agency adminis- 
trator and will 
serve in a liaison 
capacity between 
the field force and 
agency depart- 
ment. He will also 
assist with recruit- 
ing and _ training. 
For more than 10 
years he was with 
Jefférson National 
in various execu- 
tive capacities, in- 
duding director of agencies. During 
the years E. E. Ballard, president of All 
American L.&C., was vice-president 
and agency director for Jefferson Na- 
tional, Mr. Main was his assistant. He 
isa charter member of Indiana Assn. 
of AXH Underwriters. 










Robert Main 


Beneficial Standard 


Wayne G. Geer and Bruce Heater, 
both former assistant controllers, have 
been advanced to vice-presidents. Mr. 
Heater goes from Pasadena to Phila- 
delphia to direct internal operations of 
both the company’s eastern head of- 
fice and the affiliate, Fidelity Inter- 
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state Life. Mr. Geer remains at the 
Los Angeles head office. 

A national committee member of 
Insurance Accounting & Statistical 
Assn., Mr. Geer will include in his 
new duties conversion of the compa- 
ny’s business machines system. He 
joined the company in 1941. 

Mr. Heater began in insurance in 
1939 as an actuarial clerk for Occi- 
dental Life of California and later went 
with Unity Mutual L.&A. He joined 
Title Ins. & Trust Co. of Los Angeles 
in 1951 and Beneficial Standard in 
1954. 


North American, Ill. 


Robert E. Warms has been appoint- 
ed agency secretary. He has been in 
the business since 1934 when he joined 
Prudential. 


LONDON LIFE has elected J. Allyn 
Taylor, president and general manager 
of Huron & Erie Mortgage Corp. and 
Canada Trust Co., as a director. He will 
serve on the executive committee. He is 
a past president of Trust Companies 
Assn. of Canada, vice-president of the 
London Chamber of Commerce, and a 
member of the executive committee 
of Huron College at London. 


EASTERN LIFE—Victor Whitehorn, 
who will continue as general counsel, 
has been elected president to succeed 
Louis Lipsky, who has been named 
chairman. Mr. Whitehorn is also a di- 
rector. 


GENERAL LIFE of Wisconsin has 
named E. G. Atkinson vice-president 
of administration. He was office man- 
ager and also was with Citizens Life 
of Louisiana. 


FAMILY LIFE of Seattle has ap- 
pointed William Ihlanfeldt assistant to 
the president. He was formerly with 
General Service Administration. 


BOSTON MUTUAL LIFE—Elected 
a director is John I. Ahern, vice-pres- 
ident of New England Electrical Sys- 
tem. 

NATIONAL LIFE OF CANADA 
has elected Howard W. Thomson, 
general manager of the Imperial Bank 
of Canada, a director. 


EDUCATORS MUTUAL LIFE has 
appointed F. R. Huehnergarth Jr. as- 
sistant secretary. 


GULF LIFE has elected Anders F. 
Myhr, security analyst, assistant 
treasurer. 


FIDELITY BANKERS LIFE of Rich- 
mond has named J. Cliff Maddox Jr. 
home office agency assistant. 





Christian Science Monitor 
Runs Articles By Kalmbach 


A series of four articles by Presi- 
dent Leland J. Kalmbach of Massa- 
chusetts Mutual was featured by the 
Christian Science Monitor during the 
company’s 108th anniversary week 
recently. 

The articles under the title, “A 
Case History of Thrift Power,” de- 
scribed the growth, products, sales, 
and investments of Massachusetts 
Mutual. 

The articles, written at the invita- 
tion of the Monitor, will be made 
available to the company’s field force 
in booklet form. 

All American L. & C. has been li- 
censed in Delaware, bringing the total 
to 32 states in which the company is 
licensed. 
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Editorial Comment 


‘Fair Trade’ Vs Life Premiums 


“The worst competitor of the ordi- 
nary life salesman is not other life 
insurance salesmen but the purveyors 
of the great wealth of other things 


which the prospect can buy,” said 
President Henry S. Beers of Aetna 
Life at the recent southwest area 
management conference—and it is a 





statement that could well be the basis 
for life insurance men stirring up ac- 
tion against a couple of bills in Con- 
gress. For these bills could make those 
“other things’ leave their buyers even 
less money for life insurance premi- 
ums than they have now. 

We're referring to the so-called 
“fair trade” bill (HR 1253) introduced 
in the House by Rep. Harris of Ar- 
kansas and a companion bill intro- 
duced in the Senate by Sen. Hum- 
phrey of Minnesota. These would 
make it illegal for anyone to lower 
the prices on consumer products be- 
low the price-fixed level set by the 
manufacturer. This legislation would 
have the same effect as an additional 
25% to 50% tax on many purchases 
made by families. 

Stephen Masters, president of Mas- 
ters, Inc., of New York City, recently 
took a full-page advertisement in the 
New York Times headed “It’s Time to 
Fight!” He declared that “powerful 
private interests are quietly trying to 
push through Congress a law that 
will take at least one billion dollars a 
year out of your pockets.” 

Nobody would pretend that a major 
part of that billion dollars is likely to 
come out of life insurance premiums— 
either in the form of dropped insur- 
ance or new insurance that goes un- 
bought. But certainly that “wealth of 
other things” that Mr. Beers was talk- 
ing about costs enough as it is, even 
with shopping around for the best 
discounts, without having the total 
take boosted by a billion dollars or so. 

Mr. Masters, of course, has an eye 
for the preservation of his thriving 
business when he opposes the Harris 
and Humphrey bills. But the billion 
dollar added cost figure is not his but 
is based upon testimony by the De- 
partment of Justice at House com- 
merce committee hearings this year. 

Not only would these bills dip fur- 
ther into the supply of money from 
which the public’s life insurance pre- 
miums must be paid, but they are 
directly inflationary in effect. Said the 
New York Times in an editorial April 
13: 

“From the consumer’s point of view 
passage of this bill holds a threat of 
higher prices and further intensifying 
of inflationary trends. The magnitude 
of this threat is clearly indicated by 
a Department of Justice survey con- 
ducted in 1956. That survey found 
that in eight ‘non-fair-trade’ cities 
consumers could save 27% in buying 
some 77 items at the lowest prices 
prevailing in those cities against the 
prices for the same goods charged 
where they had to be sold at their 
‘fair trade’ prices.” 

Finally there is the fact that life 
insurance people don’t like it any bet- 
ter than anybody else when they are 


forced to pay artificially held-up prices 
for things they have to buy. 

On the score of fighting inflation, 
of keeping as much money as possible 
available for insurance premiums, and 
of keeping down their own high costs 
of living, life insurance men and wom- 
en have quite a stake in the defeat 
of the Harris and Humphrey bills.— 
R.B.M 





Personals 


Warren V. Woody, Chicago manager 
of Equitable Society, was honored at a 
dinner at the Edgewater Beach Hotel 
to mark his 25th anniversary as an 
Equitable manager. James F. Oates Jr., 
Equitable president, who attended with 
Mrs. Oates, was the featured speaker. 
Among the 150 guests attending the 
dinner were Equitable director Sterl- 
ing Morton with his wife and a group 
of executives from the home office. 
Among the Equitable managers who 
attended were six men recruited and 
trained as agents by Mr. Woody and 
then promoted over the years to man- 
agerial positions in Equitable: Ray- 
mond B. Dolan, Minneapolis; J. Smith 
Ferebee, Richmond; Richard J. Smith, 
Cleveland; Ernest C. Wentcher, Chi- 
cago; Robert L. Wenzlaff, New York 
City, and Taft Woody, Harrisburg. 


Frank E. Crawford, veteran agent 
with Union Central Life, was honored 
at a luncheon given by the Cincinnati 
agency on the occasion of his 60th 
anniversary with the company. In the 
picture, he is shown receiving a 60- 
year service certificate from W. How- 
ard Cox, Union Central Life chairman 
(left). One of the few life salesmen to 
write policies on four generations of 
one family, Mr. Crawford, now 87, is 
still active and servicing his policy- 
holders. He is a past president of 
Cincinnati Life Underwriters Assn. 


Miss Mateel Rich, research assistant 
in the group annuity bureau of the 
actuary’s department of Equitable 
Society, has been elected president of 
the University of Kansas Alumni Assn. 
of Greater New York. Miss Rich also 
serves on the association’s board of 
directors. 


O. P. Schnabel, manager of Jefferson 
Standard Life at San Antonio, cele- 
brated his 40th anniversary with the 
company in a ceremony at the home 
office. 


James L. Madden, 2nd vice-presi- 
dent, coordination, of Metropolitan Life 
has been reelected treasurer of Na- 
tional Industrial Conference Board. He 
was also reelected a trustee. 


Herbert A. Hedges, general agent 
for Equitable Life of Iowa at Kansas 
City, was honored at a surprise lunch- 
eon marking his 40th anniversary with 
the company and in the life insurance 
business. The luncheon was given by 
his associates in the Kansas City terri- 
tory. Several hundred letters and 
telegrams from his friends all over the 
United States were bound in a leather 
portfolio and presented to him. 


Charles E. Becker, president of 
Franklin Life, as commencement speak- 
er at Loretto Heights College, Loretto, 


Colo., urged members of the graduating 
class to take an active part in govern- 
ment and help fight inflation. If mem- 
bers of the present generation demand 
expensive and all pervasive govern- 
ment, they must pay for it or pass the 
back-breaking burden of payment on to 
their children, he told the graduates of 
the Catholic girls’ school. 


Deaths 


G. GEORGE SNYDER, regional 
group manager at San Diego of Occi- 
dental Life of California, died of a 
heart attack. He entered insurance in 
1923 with Prudential and joined Oc- 
cidental in 1943. He was in the com- 
pany’s group operations at Houston, 
St. Louis, Philadelphia and Los Angeles 
before going to San Diego in 1954. Mr. 
Snyder was president of San Diego 
A&H Assn. 
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By H. W. Cornelius, Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, May 26, 1959 
Bid Asked 
$ $ 
Aetna Life 235 240 
Beneficial Standard ...........ccc008 13 14 
Business Men’s Assurance . 40 4114 
Cal.-Western States... 104 107 
Commonwealth Life ...... 23 24 
Connecticut General ...... 367 372 
Continental Assurance . 158 162 
Franklin Life ................ 90 92 
Great Southern Life ................... 85 89 
Gulf Life 24 25 
Jefferson Standard ...........cccee 85 87 
Kansas City Life ..... 1530 1570 
Liberty National Life .. 45 472 
Life & Casualty ...... 21% 2212 
Life of Virginia ...... 52 54 
Lincoln National Life .. 214 218 
National L. & A. ...... 116 118 
North American, III. 1612 17% 
Nw. National Life .. 98 103 
Ohio State Life ...... 275 300 
Old Line Life .................00 641 Bid 
Republic National Life .. 7 74 
Southland Life .............. 102 106 
Southwestern Life oc... 153 157 
Travelers 86 87 
TONG, TUL, csvsisescesccssccsscncsesessiorsensee 3712 381% 
U. S. Life 42 44 
Washington National ..............0+ 60 64 
Wisconsin National Life ............ 50 53 


Okla. Bills Insurers On 


Annuity Premium Taxes 


OKLAHOMA CITY—Commissioner 
Hunt of Oklahoma has sent out tax 
bills aggregating $3,251,216 to 78 life 
companies as taxes on annuity prem- 
iums written during the last five 
years. 

He said that there was no hint of 
wrong-doing on the part of the com- 
panies, as the question involved con- 
cerns the legal definition of annuity 
contracts and their premiums. It is 
now expected that the law, which 
levies a graduated tax up to a max- 
imum of 4% on insurance premiums, 
will be contested in court. 

The total annuity premiums, on 
which Mr. Hunt contends that a tax 
without penalty is now due, amount 
to $81,577,600. 


Ind. Department Names 
J. K. Ashley Ist Deputy 


James K. Ashley has joined the In- 
diana insurance department as lst dep- 
uty commissioner. He had been super- 
visor for the 11th district for the Indi- 
ana gross income tax division since 
1953. He entered the life insurance 
business as an agent in 1943 and added 
a general insurance agency in 1949. 
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To Full V-P Rank 


| Nation | pw YORK—New York Life has 
$Paper of }.omoted the following to vice-presi- 


I-sur, nts: 
' Pen M. K. Abbott of the public re- 


N. ¥. 
NY 1) 
Mitchell, | 


cfarlane, | 





"FICE 


© 4, I, 
X CG 


ir vidge, 





James D. Dunning R. David Clair 


tions department. His elevation from 
X CG a | Ind vice-president marks the first 





id. ta Lowell M. Dorn John M. K. Abbott 
theastem time New York Life’s public relations 
department has been under the direc- 
St, Rm.|] tion of an executive officer. Before 
cae joining the company in 1946 he was 
Manager || manager of public relations for Rem- 
ington Arms Co. Previously he com- 
on Blvd, |} pleted 16 years with’a New York 
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public relations and _ fund-raising 
firm, where he became vice-president 
and director. Earlier service included 
four years on the editorial staff of 
the New York Times and the Wichita 
Daily Eagle. 

R. David Clair, 2nd vice-president 
since 1954 and assistant vice-presi- 
dent for six years before that. He has 
full charge of all settlement and serv- 
ice operations. He joined the com- 
pany in 1927. 

Lowell M. Dorn, 2nd vice-president 
and actuary since 1953. His broad 
actuarial staff duties include respon- 
sibility for electronic research and de- 
velopment. He joined the company in 
1930. His new title is vice-president 
and actuary. He is a fellow of Society 
of Actuaries. 

James D. Dunning, who returns to 
the home office as an agency vice- 
president after five years in the field 
as vice-president of the northeastern 
region with headquarters in Boston, 
where he directed 18 offices in seven 
states. He joined the company in 
1932 at Springfield, Ill., later serving 
as manager at Waterloo, Ia. After navy 
service he returned as training super- 
visor for the Pacific division and was 
later manager at Spokane and San 
Diego. He went to the home office as 
supervisor of advanced training, be- 
coming assistant vice-president in 
1952 and regional vice-president four 
years later. 


Mutual of New York has joined the 
insurance industry’s “Book Abroad” 
phase of president Eisenhowers peo- 
ple-to-people program. Mutual has 
adopted Thailand and set its goal at 
15,000 books to be collected from home 
office and field employes during the 
first week of June. 
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‘thwest- 
]. How- Nf 
er. Grant L. Hill, vice-president of 


Northwestern Mutual Life, has been 
ys honored at a number of business and 
nagers. | S0Cial functions upon the eve of his 
retirement this week after 25 years 
sad St, | 4° head of the company’s agency 
Robert | | ganization. 

_ Mr. Hill (center) is shown receiv- 
ing a leather-bound book with his 
biography, service record, best-known 
stories and “power phrases” from his 
successor, Robert E. Templin. Also 
ket St, # pictured is Miss Marion Kennedy, 
Mullet. |} who is also retiring after 33 years, 25 
of them as Mr. Hill’s secretary. 

Parties and tributes were given 
with |@ Mr. Hill by company executives, 
omple-|#%gents and general agents and the 
ion of- | # agency department. Wisconsin Assn. 
if Life Underwriters presented him 
——'# With a certificate of appreciation. 

He entered life insurance in 1916 
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Grant Hill Feted On Eve Of Retirement 





and in World War I served in France 
with the marines. Before joining 
Northwestern Mutual in 1931, he was 
an agent and a million dollar produc- 
er. He became director of agencies in 
1933 and vice-president in 1946. A 
CLU since 1928, he was one of the 
first to earn this designation. Mr. 
Hill has been a director of American 
College for 26 years. He has been 
chairman of the David McCahan 
Foundation, is on the governing com- 
mittee of the S. S. Huebner Founda- 
tion, and is a past president of the 
New York CLU chapter. 

Mr. Hill is also a past president of 
LIAMA and its predecessor organ- 
izations, a member of Pedlars, which 
is composed of insurance sales vice- 
presidents, Sales Executives Club of 
New York, and Beachcombers, a 
seven-man group of agency officers. 


He's on the 
RIGHT ROAD 
with 
Equitable Life 
of lowa's 
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As modern as tomorrow, but here today, is Equitable 
Life of Iowa’s Q Factor, the basis of progressively 
lower rates for progressively increasing policy amounts. 
Coupled with this are special rates which give prefer- 
ential treatment to women. All these are combined in 
one of the most comprehensive ‘desk’ rate books and 
condensed into one of the most practical pocket-sized 
“field” rate books ever published. They give you an 
all-around competitive edge and complete information 
fi for all occasions. Keep your eye on the Career Life 
ts Underwriter who uses these tools and you'll agree 
— He’s on The RIGHT ROAD. 









LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 
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Sewice forlife Msurance Representatives 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 





Life Underwriters Service Corporation 


Life Underwriters Service Corp. | 
MA i| thi Security Bldg., Denver 2, Colo. | 
' a! IS I am interested in your service. Please send further | 
information, at no obligation to me. | 
1 Agent } 
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of today’s hottest sales 
opportunities are fully 
explained in this outstanding 
third-party sales aid! 


WHAT UNINCORPORATED BUSINESSES 
SHOULD KNOW ABOUT THE 
SUBCHAPTER S CORPORATION 


Now certain partnerships and proprietorships 
incorporate, 
same tax advantages they now enjoy, and 
gain many advantages of the corporation. 
This means more sales for you in 


retain substantially the 


. Funding pension trusts 

. Profit-sharing plans 

. Group life 

. Group disability 

. Group hospitalization 

. Funding the $5,000 tax-free 
death benefit. 


Get in on the ground floor—Order Now! 
Special Offer: 1st 5 copies, $2.25. 
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of America, /nc. 


HILBERT RUST, 
INDIANAPOLIS, 
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ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE— CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS 


BOWLES, ANDREWS & TOWNE, Inc. 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








DONALD F. CAMPBELL 


Consulting Actuary 
Suite 2011 


139 N. Clark St. Chicago 2, Ill. 








Milliman & Robertson, Inc. 


Consulting Actuaries 
914 Second Ave. 400 Montgomery $t. 
Seattle 4, Wash. San Francisce 4, Calif. 
210 W. Seventh St. 
los Angeles 14, Calif. 











CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 














COATES, HERFURTH & 


ENGLAND 
Consulting Actuaries 
Sen Francisco Denver los Angeles 





NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 

















WILLIAM C. CONLEY 
Consulting Actuary 
Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 
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Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries — Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. 
sAckson 3-7771 


Atlanta 

















E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 


Accountants Phila. 6, Penna. 








Sisin 5 & c. 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 











Urges Time For Young Men To Grow In 


(CONTINUED FROM PAGE 9) 


tional Assn. of A&H Underwriters, 
opened the meeting by extending a 
welcome from IAAHU. 

Insurance legislation was reviewed 
by Vaughn Woodruff, senior technical 
adviser of the Illinois department, 
who was the luncheon speaker. Mr. 
Woodruff prefaced his remarks with 
some observations on the O’Mahoney 
investigation into state regulation. 
“O’Mahoney will make the Armstrong 
investigation look like a Sunday school 
picnic,” he warned. At the outset, the 
state insurance departments had hoped 
the investigation would be a fair one, 
but it seems the probers are singling 
out only the most objective practices 
of state regulation and ignoring its 
assets. 


Insurers Not Too Concerned 


Insurance companies do not seem 
to be too concerned about the fate of 
state regulation, he remarked. 

Turning to legislation in the Illinois 
assembly, Mr. Woodruff discussed 
three key bills that have been intro- 
duced by the department. One is the 
model credit A&S bill, and “unless it 
is passed, it will be clear that Illinois 
is not regulating insurance successful- 
ly,” he said. The other bills would 
give the commissioner power to enjoin 
companies using unfair methods of 
competition and would speed up pro- 
ceedings for liquidating insolvent com- 
panies. 

The tenor of the current assembly is 
to be tough on insurers, he observed. 
“I think it would be fair to say that 
the insurance companies are the fa- 
vorite whipping boys of members of 
the assembly at this time.” 

Bruce Gifford, managing director of 
IAAHU, warned that Illinois legisla- 
tors will soon be studying a bill for 
compulsory disability coverage. If en- 
acted, it would amount to socialized 
insurance, and it would leave the com- 
panies writing only supplemental ben- 
efits, he said. 

The ability that a salesman needs to 
create an appeal was discussed by 
John Gaule, assistant vice-president 
Mutual Benefit H.&A. The average 
man is improvident and spends what 
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he gets as soon as he gets it, he Sai 
The successful salesman must be able 
to make his product appeal to 
man. Mr. Gaule urged the A&s 
to “recognize creative ideas and ade; 
and adapt them.” 
Protecting the income is much nm 
important than protecting the life ¢ 
B. Stumpf, general agent at Madigy, 
of Illinois Mutual L.&C., declared, Re. 
asserting an axiom of the A&S bug. 
ness, he said that a man will be dis. 
abled more often than he will die, The 
man with hospital and surgical coyg. 
age will never be fully protected i 


y 


his program has been augmented by 
major medical. : 
Integrating a client’s life Prograr, 
with A&S was discussed by Leg 
Tracy, vice-president Bankers Lg 
The best lead, he said, is the fello, 
who asks for literature but requeg 
the company not to send a Salesman 
“This guy knows he has a need, py 
is afraid you are going to sell him’ 
Three aspects of successful Selling— 
setting a goal, how to attain it, ay 
whether it was worth it—were «. 
scribed by Rollie M. Slotten, Inte. 
State Assurance, Des Moines, \y 
Slotten’s selling technique seems to 
that of belting the client into submi:. 
sion with a feather. This is a soft-sg 
approach which consists largely o 
winning the prospect’s confidence, The 
agent may agree with the recalcitran 
prospect’s views on all points even tp 
the extent that the man doesn’t neg 
insurance at the time. During the con. 
versation, however, the agent will be 
subtly ferreting out holes in the prs. 
pect’s argument to show him where he 
lies vulnerable to loss of income. 


Postal’s Karduna Agency Is Host 

The Karduna agency at New York, 
which recently moved to new quarters 
at 16 John Street, celebrated its sev- 
enth anniversary as a general agent of 
Postal Life with an open house 2t- 
tended by George Kolodny, president 
of Postal; Saul Rosenthal, vice-presi- 
dent and actuary; Howard M. Watne, 
secretary and treasurer, and Donald L. 
Smith, director of agencies. 








North American Building 
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company 


offers lhe important libitle eatvas 
that tadld extva hig sales success 


NORTH AMERICAN LIFE 
Pasurance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D, Rogers, CLU, Agency Vice President 
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J advocated reductions in general tax 


ff would have involved the application 


1 1959 and the establishment of a new 
J minimum revenue target for 
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lucky To Be Getting Tax Law This Year 


(CONTINUED FROM PAGE 1) 


rates without sacrificing revenues. “A study of the record supports the 
“A settlement of the life insurance conclusion that no group was suc- 
company tax problem in 1960 would cessful in advancing any amendment 
nave beer seriously complicated by which met with substantial opposi- 
these broader objectives of the ways tion from other segments of the busi- 
and means committee. Our tax prob- ness,” said Mr. Thoré. “Most im- 
jm would have been mixed with provements were in areas where 
those of other target industries. The general agreement existed. The veto 
jecisions on their problems could power of an opposing group was 
nave influenced the result in ours. great. Unquestionably, division with- 
Moreover, the 1960 election year cli- in the business took its toll. Had it 
mate might well have resulted in a been possible to reach agreements 
burdensome tax on life insurance last summer with respect to the pat- 
companies as a means of financing tern which was then emerging a 
more satisfactory law might have 
been achieved. 

“From a public relations stand- 
point, the pending bill has emerged 
with complete acceptance in Wash- 
ington. It has the support of the 
Treasury, the technical staffs and 
both branches of the Congress. As a 
result, in recent months the business 
has not been a target for adverse 
publicity, critical editorials, etc. or 
cartoons picturing the life insurance 
company as a favored taxpayer. 


Pattern Looks Permanent 


“There is every reason to believe 
that the pattern of the bill is per- 
manent and except for minor or 
technical amendments will not be the 
subject of. congressional consideration 
within the foreseeable future. As a 
practical matter, a permanent plan 
for the taxation of life insurance 
companies has been achieved and it 
has such strong support in Washing- 
ton that we can look forward to a 
more peaceful existence free from 
adverse publicity, while Congress 
directs its attention to other tax sit- 
uations which are currently the sub- 
ject of criticism. To be free from the 
implication of these impending tax 
controversies, to be the first on the 
list of tax targets to accomplish a 
settlement has its advantages.” 

“Mr. Thoré said the insurance bus- 
iness faces other serious and impor- 
tant challenges on the federal level— 
such as the current federal investiga- 
tion of state supervision, the attack 
on the McCarran act, the threat to 
voluntary health insurance posed by 
the Forand bill, the SEC regulation 
of variable annuities and, most im- 
portant, the problem of inflation. In 
recent years, attention to these im- 
portant matters has been influenced 
by overriding preoccupation with the 
company tax problem. The insurance 
business is now free to devote its 
full and uninhibited energies to these 
issues, he pointed out. 

“As everyone knows,” he said “the 


rates. ; 
“Jt is also obvious that a delay 
of the 1942 act for tax years 1958, 


1960. 
The target difficulty. we faced his 
year would have been further aggra- 
vated by the pressure for a general 
tax reduction to be financed by reve- 
nue increases from so-called favored 
businesses. 

Would Have Topped ’59 Bill 


“The 1942 act would have produced 
approximately the same revenue for 
1958 as the new bill, and even great- 
er revenue than the new bill in 1959 
and 1960. It has of course long been 
recognized by the Congress, the 
Treasury, and the industry that the 
1942 act is totally unsound and pro- 
ductive of wide fluctuations in reve- 
nue. Yet had the new bill not been 
passed, the higher tax level of the 
1942 law would have provided the 
revenue target upon which to build 
a permanent bill in -1960. It is of 
course obvious that the result would 
have been an unconscionable tax 
burden on_ policyholders substan- 
tially in excess of that under the new 
bill.” 

Mr. Thoré said that regardless of 
differences of opinion on the struc- 
ture and terms of the bill, it received 
thorough consideration. Since last 
November, it has had the continuous 
attention of the congressional com- 
mittees and their staffs. In all there 
were 118 appearances before the 
committees and 1,186 pages of 
testimony. Beyond this, there was 
intensive lobbying by individual 
companies, groups of companies and 
the various trade associations. Some 
of this activity improved the com- 
bination plan as it was originally 
reommended by the Treasury, but 
the general pattern of the proposal 
was not changed substantially, he 
said. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65—at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65—Accident from 
two years to lifetime. (Also participating life 
insurance and all types of group insurance! ) 
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Expansion program provides openings for 
qualified General Agents in selected areas. 





Loyat Protective Lire INSURANCE COMPANY 


BOSTON 15, MASSACHUSETTS 
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PROFESSIONAL ADVICE FROM 
John A. Salter 


AGENCY DIRECTOR 
Star Life Insurance Co. 


Baton Rouge, Louisiana 


Quick Action 


is easy when you belong to the 
Foundation Group. Membership en- 
abled us to organize and begin sell- 
ing insurance months sooner than 
would have been possible otherwise. 


Why Don’t You Investigate membership in 


The Foundation Group 


FOUNDATION saves its members millions of dollars yearly. 
One efficiently run, well-organized office handles all detail 
work, Your time and effort can be devoted to building sales. 
Let THE FOUNDATION GROUP: process applications, 
issue policies, mail premium notices, audit and pay bills, 
handle premium and general accounting. 


Qualify now for membership! Write to: 


THE FOUNDATION GROUP 


Box 321, Northside Station Atlanta 5, Georgia 
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company income tax issue divided the 
business. This is understandable be- 
cause at the outset the joint commit- 
tee of the associations was unable to 
reach a common agreement on the 
basic issues. As a consequence, the 
committee’s responsibility for leader- 
ship was superseded by the activities 
of a number of independent groups, 
each with its own program and each 
with its own ideas as to how to 
achieve its objectives. There was lit- 
tle or no coordination of these efforts 
and as the political pressures inten- 
sified a certain amount of disunity 
developed. This is hard to avoid when 
important conflicts of interest arise. 

“This disunity has raised questions 
in the minds of some companies as to 
the present composition and _ effec- 
tiveness of our associations, whether 
some of the groups formed on a tem- 
porary basis should be continued and 
whether new alignments within the 
business should be considered. In 
this connection, I feel that we should 
not try to answer these important 
questions until everyone has had an 
opportunity to thoroughly digest the 
record in the tax matter and evalu- 
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ate the result. 

I hope we will also take a long 
look at both the future of the com- 
pany income tax problem and the 
many other issues this business must 
face in the years ahead bearing in 
mind that in the past we have been 
successful in agreeing on an industry 
position in practically every other 
area and that the tax controversy 
stands out as our only serious failure 
to work together. 


Division Won’t Help 


“In the past, industry unity and 
statesmanship have served our busi- 
ness well. Our experiences of recent 
months lend little support to the no- 
tion that division will strengthen our 
efforts to meet the challenges ahead. 
Indeed, a good case can be made 
that the lack of unity in the company 
tax legislative effort proved to be 
costly. But, having disposed of this 
one issue which divided us, it would 
seem quite shortsighted to build for 
the future on a foundation of dis- 
unity. 

“I hope that we will make every 
effort to move back to a common 
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ORDINARY ACTUARY 


Yes—it's an Ordinary man we want . 


. « Ordinary by actuarial classification, 


but not in ability. If you are a Fellow or near-Fellow, you can have a fine oppor- 


tunity with us. If you have the ability, one year can bring you to the top level 


in our organization. 


Your duties would concern rates, policy forms, valuations, Annual Statement 


figures, commission contract, and experience studies. Lack of experience in one 


or more of these arecs would surely not exclude you from consideration if you are 


capable. You would be dealing with seven hundred million dollars of Ordinary. 


Starting salary is attractive and will go up rapidly if you can prove your worth. 


Jackson Boulevard, Chicago 4, Illinois. 











Replies are confidential so please give us full facts about yourself and your 


qualifications. Write to Box G-69, c/o National Underwriter Company, 175 West 





CHIEF ACCOUNTANT-POTENTIAL 
ASSISTANT CONTROLLER 


Our practice is to promote men within our 
organization for responsible executive posi- 
tions. However, due to rapid growth, it is 
necessary to find someone as soon as pos- 
sible between 25 and 40 with the following 
qualifications: 
1) College degree or equivalent 
2) Ability and experience in supervision 
3) Casualty and Fire annual statement ex- 
perience and familiar with IBM 
4) Wants permanent good paying position. 
This opening is with a fast growing multiple 
line insurance company in Michigan. If you 
can qualify for this position, write Box G-77, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 








ACCOUNTANT 
Excellent opening and future for responsible man 
22 to 35 experienced in Life and/or Casualty 
Accounting with accredited courses in account- 
ing. Good paying position Midwest multiple line 
company. Write Box G-47, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 4, 
It., stating qualifications and personal résumé. 


GENERAL AGENCY 


A progressive insurance organization now 
entering Michigan makes available a top 
building Agency contract to men of proven 
sales ability between ages 30-50. A com- 
plete low cost portfolio of Life and A & S 
Insurance Plans to fit the needs of every 
prospect. Furnish complete information and 
photo in first reply which will be treated 
confidentially. Write to Box G-25, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








pe = | 
MANAGEMENT OPPORTUNITY 
In Southern California location with one of 
the country’s largest multiple line stock 
companies. Man selected will have full 
supervision of life and accident and sick- 
ness production; 250 present, full-time 
agents. Position requires man 33-44, mar- 
ried, with field selling AND supervisory 
experience. Attractive salary and bonus 
arrangement. Box G-68, c/o National Un- 
derwriter, 175 W. Jackson Blvd., Chicago 
4, Illinois. 








ATTENTION— 
GENERAL AGENCY COMPANIES 
| have seven years experience in life insurance 
selling, recruiting, and training. Last year my 
organization paid for $4 million. | am interested 
in a GENERAL AGENT'S CONTRACT in the 
Midwest. | will answer all replies. Please send 
information to Box G-66, National Underwriter, 
175 W. Jackson Blyd., Chicago 4, Ill. 








LIFE INSURANCE OFFICE MANAGER 
Progressive Tampa, Florida agency has opening 
available immediately. Qualifications are: 
Broad experience Field Agency level essential. 
Attractive Pension and Security benefits. Reply 
in own handwriting giving details, education, 
business background, age and marital status— 
all replies are strictly confidential. Reply to 
P. O. Box 3386, Tampa, Florida. 











approach to our problems and to a 
new and vigorous support of our 
associations as the best forums for 
resolving industry problems. I see no 
real advantage in realignment. Un- 
doubtedly we have all learned muc 
from the tax experience which will 
help us achieve an even stronger and 
more intelligent unity. And, as indi- 
viduals we must continue to demon- 
strate willingness to conciliate, to 
work together, and to fully evaluate 
the many problems which beset our 
business. This is a tremendous re- 
sponsibility. It involves not only an 
ability to see the other fellow’s posi- 
tion but also to quickly forget some 
of the frustrating experiences of the 
past year.” 


47 Attend New LIAMA 
School For Agency 
Department Heads 


Forty-seven home office executives 
attended LIAMA’s first agency depart- 
ment school at Hartford. The two-week 
course for superintendents of agen- 
cies is directed by Willam O. Cum- 
mings, LIAMA’s director of training, 
who was responsible for its organiza- 
tion and preparation. 

The school curriculum for the first 
week included such subjects as com- 
pany organization, policy, field costs, 
compensation, the agency system, com- 
munications and manpower develop- 
ment. The second week was devoted 
to training, supervision, agency visits, 
opening new agencies, production, mar- 
ket development and evaluating per- 
formance. 

The curriculum is organized into six 
lectures each day, followed by discus- 
sion workshops. 

Instructors include Lewis W. S. 
Chapman, director of company rela- 
tions; Burkett W. Huey, director of in- 
stitutional relations; Richard N. Boul- 
ton, senior consultant, and Mr. Cum- 
mings. Also, many subjects are han- 
dled by specialists in their fields, in- 
cluding 23. staff members’ from 
LIAMA’s company relations, research 
and management divisions. 


A&S Men Protest Illinois 
Compulsory Disability Bill 

Chicago A&H Assn. has wired a pro- 
test to the Illinois legislature against a 
house bill to set up a compulsory dis- 
ability insurance programs. 

The bill, now before the house ju- 
diciary committee, would set up a state 
plan of non-occupational A&S benefits 
for workers who are covered by unem- 
ployment compensation. The plan 
would be financed by a 134% withhold- 
ing tax from both employers and em- 
ployes. 

The Chicago association maintains 
that this plan would have “serious 
effects on the future sales, development 
and writing of voluntary A&S insur- 
ance.” The association further points 
out that 80% of the workers are already 
covered by voluntary A&S, and it 
questions whether workers are desir- 
ous of paying additional withhoiding 
taxes. 


Sioux City GAs Pick McLeod 


Daniel McLeod, Equitable Society, 
has been elected president of Sioux 
City General Agents & Managers 
Assn. Other officers elected include 
Harlan Sopher, Equitable of Iowa, 
vice-president; James Golden, State 
Farm Mutual, secretary, and Wallace 
‘Holmberg, National Fidelity, treas- 
urer. Elected national representative 
was James T. Pratt, Mutual Trust 
Life. 
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U.S. Rule Looms ]} 
States Fail To Do 


Better: Schriver 


WASHINGTON—State regulatig, 
needs the strengthening and improyj 
that could Come 
from industry hey 
for without ma. 
ed improveme, 
the federal oven. 
ment may ya 
take over the re. 
ulation of life jp, 
surance, ACCording 
to managing Gireo. 
tor Lester 0 
Schriver of \,, 
tional Assn. of Lif 
Underwriters, 
cS ; Mr. Schriver 
writing in the June Life Associatio, 
News, suggests that state regulatio; 
can be bulwarked and improved 
once—just once—our industry would 
get off its high horse and out of its 
ivory tower and act as though it had 
a few fixed principles and a Corpo. 
rate interest in America. If we dij 
we would create a new climate b 
six months.” 





Lester O. Schriver 


Should Make Positions Known 


“The time has come,” Mr. Schriver 
stated, “when we—tfield, Manage. 
ment, and home office—should make 
our position on many great nation 
issues crystal clear. If we would, we 
could make state supervision work 
Our voice and united efforts would 
remove mountains and create a new 
moral climate throughout the land” 

Mr. Schriver warned that “if oy 
present method of regulation contin- 
ues to be generally inefficient, in. 
competent, and sometimes corrupt- 
and it is—then, perhaps we are ask- 
ing for supervision on the federal 
level.” 

Mr. Schriver emphasized that he is 
not in favor of federal regulation, 


Federal Rule No Guarantee 


“Big government with all its bu- 
eaus and bureaucrats, its red tape, 
its inefficiency and its waste consti- 
tute a wilderness—yes, a morass of 
confusion which would give us n 
guarantee or even promise of an in- 
provement in our status,” he said. 

He said that what has caused dis- 
enchantment with state regulation in 
some quarters is the fact that “taken 
as a whole, the results of state super- 
vision have not been inspiring.” He 
said most state insurance departments 
are inadequately and incompetently 
staffed, that political considerations 
are almost always a detrimental fac- 
tor, “and influence, not always polit- 
ical, often relegates good judgment, 
efficient management, and common 
morality to the ash-can.” 


Would Bar Agents From 
Selling Stocks In Ohio 


Commissioner Stowell of Ohio has 
issued an opinion that life agents 
should not be permitted to sell stocks 
and bonds, and he will hold a public 
hearing June 23 at Columbus to con- 
sider a ruling on this practice. 

Some life agents have obtained 
securities dealer’s licenses, and a num- 
ber of securities sellers have applied 
for life agent’s licenses. A study of 
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Ohio law indicates that securities 
dealer’s licensed by the Ohio depatt- 
ment of commerce “are not deemed 
suitable. . to become or remain li- 
censed by the department of insut- 
ance,” Commissioner Stowell said. 
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Ask 2% Premium Tax 
For Ill. Insurers 


(CONTINUED F AGE 2) 
submitted to the fess 5.1 Assembly. 


«An increase in the premium tax 
for foreign and alien companies from 
gto 4% is a serious matter, as it would 
ff subject every Illinois company to a 
similar tax in every other state in 
; “I which it operates under retaliatory 
NProvemer cs, 


ral gover. 
~ Are Already Overburdened 


may wel 
er the ref “Property owners are already over- 
Of life inf purdened with real estate taxes. As 
» ACCording§ property Owners are insurance buyers, 
'81Ng dire. they must eventually also bear the 
€S ter Qf insurance premium tax, as no insur- 
r of Naf ance company creates any money but 
‘Ssn. of Lif simply administers the funds collected 
riters, from policyholders. 

Schrivef “It is a common practice for states 
Associatio, to exempt domestic companies from 
regulati,| premium tax to encourage home in- 
proved—‘} gustry, and I am hopeful upon further 
try woulil reflection and study you will agree 
Out of it! that no change should be made in the 

present statute and the present 2% tax 


ugh it hag 
1 a corp on foreign and alien companies should 
stand. 


if we did, 
Grave Concern To Companies 
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“I can assure you this is a matter of 
grave concern to every company oper- 
ating in the state of Illinois, whether 
domestic, foreign or alien. 

“The original purpose of an insur- 
ance premium tax was to cover cost 
of the insurance department for super- 
visory purposes. Only about 5% of the 
present tax is now used for that pur- 
pose and approximately 95% is going 
into general funds. 

“In our opinion a 100% increase in 
this tax cannot be justified and would 
be unfair and unjust to property own- 
ers, harmful to Illinois insurance com- 
panies, and in the long run, detrimental 
to the state.” 
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that he is] Harmelin To Speak At New 
‘egulation. 


York City Agents Annual 


William Harmelin, supervisor of 
Continental Assurance at New York, 
will be the speaker at the annual 
meeting of New York City Life Un- 
derwriters Assn. in the Sun Room of 
the Hotel Edison, June 4. Mr. Harmel- 
in will discuss disability insurance in 
the business buy-and-sell agreement. 
A question and answer period will fol- 
low Mr. Harmelin’s talk. 

The association’s officers and direc- 
tors will also be elected and installed 
during the annual meeting. 
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Prudential’s Variable Annuity Bills Pass 


(CONTINUED FROM PAGE 1) 


on similar bills pending in Massa- 
chusetts. 

Another key state is New York, 
where strong opposition is expected 
from Metropolitan Life if efforts are 
made to get variable annuities legal- 
ized there at the next legislation ses- 
sion, which opens in January. Metro- 
politan even went into New Jersey to 
try to prevent passage of the bills, on 
the ground that variable annuities 
should not be issued by life compan- 
ies. 

The possibility has not been over- 
looked that New York might try to in- 
voke its extraterritorial powers to 
prevent the writing of variable an- 
nuities, even where the law permits, 
by any company licensed to do buti- 
ness in New York, on pain of losing 
its New York license. For example, 


Gov. Meyner Of N. J. To 
Be First Day Speaker 
At Librarians Meeting 


Gov. Robert A. Meyner of New Jer- 
sey will speak at the opening session 
of the 50th annual convention of 
Special Libraries Assn., which will be 
attended by insurance librarians from 
more than 50 life, fire and casualty 
companies. The convention is scheduled 
for the Chalfonte-Haddon Hall Hotel, 
Atlantic City, May 31-June 4. 

The insurance librarians will parti- 
cipate in general sessions with librar- 
ians from other business and industrial 
groups and will also hold their own 
meetings on insurance subjects. 

Arthur C. Daniels, vice-president 
and secretary of Institute of Life In- 
surance, will discuss management’s 
view of the role of the special librarian 
in an organization during a panel on 
Wednesday. At the insurance division 
luncheon, also on Wednesday, James R. 
Williams, vice-president of Health In- 
surance Institute, will cover the topic 
“Cataloging Health Insurance.” 

Subject of the insurance division’s 
annual round table will be “Meeting 
the Challenge: Analyzing Our Needs 
and Planning the Future.” Co-chair- 
men of the round table are William 
Mortimer, LIAMA, and Sherry Taylor, 
Prudential western home office. 

Miriam Fitts, National Life of Ver- 
mont, is insurance division chairman; 
Marian Lechner, Connecticut General, 
is vice-chairman, and Wilma Neuling, 
Employers of Wausau, is secretary. 
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New officers of Chicago A&H Assn. who were introduced at the association’s 
annual banquet and dance at the Conrad Hilton Hotel are, from left, Martin R. 
Haueisen, Washington National, vice-president; Charles K. Coleman, Combined, 
secretary-treasurer; Daniel X. Marlowe, Provident L. & A., president, and Robert 
Wehrmeister, W. A. Alexander & Co., vice-president. Not pictured is Stanley 
Greenspun, Massachusetts Casualty, vice-president. 





the variable annuity is largely based 
on common stocks and these assets, 
before long, might exceed the limits 
permitted by the New York law. 

Under New York’s “substantial 
compliance” statute, out-of-state com- 
panies are not permitted to stray far 
from the permissible percentage of 
common stocks if they want to stay 
licensed in New York. Whether New 
York would take account of the fact 
that the equities backing up variable 
annuities are not subject to dollar- 
amount obligations but only to the 
obligation to accumulate and pay out 
what is earned on them is, at this 
point, in the nature of conjecture. 

In view of the special, limited type 
of obligations that these equities sup- 
port, it would appear unreasonable to 
contend that their presence in a life 
company portfolio served to weaken 
the assets held for the benefit of 
policyholders generally. But perhaps 
some other reasons would be found 
for invoking extraterritoriality against 
any out-of-state insurer that wrote 
the variable annuity anywhere at all. 


N. Y. Takes No Position—Yet 


At this point, the New York depart- 
ment is not prepared to take a position 
on the possible effects of its extra- 
territorial laws on the issuance of 
variable annuities outside of New 
York by a company licensed in New 
York. A department spokesman, when 
queried by THE NATIONAL UNDERWRITER 
said study of the New Jersey bills 
and the recent U. S. Supreme Court 
decision holding variable annuities 
subject to SEC regulation would be 
needed before a statement could be 
made on the possible extraterritorial 
application of New York laws in the 
foregoing type of situation. 


Ill. Group Credit Bill 


Withdrawn From Docket 


The group credit bill which was 
introduced in the Illinois legislature 
and reported “do pass’? by the senate 
insurance committee has been taken 
off the docket at the request of the 
sponsor. Details of the measure, which 
asked for a $40,000 limit on group 
credit cover extension of term of 
indebtedness to 30 years and a mini- 
mum of 10 persons, were reported in 
the May 16 issue. 


League Of Life Insurance 


Women To Install Officers 


NEW YORK—tThe annual tea and 
installation of officers of League of 
Life Insurance Women is scheduled for 
the Longchamps Palm Room at Man- 
hattan House, June 3 at 3:00. Officers 
to be installed are Vera Sundelson, 
Equitable Society, president; Dorothy 
Gordon, New York broker, Ist vice- 
president; Lillian Herman, New York 
broker, 2nd_ vice-president; Ruth 
Freedman, Equitable Society, 3rd vice- 
president; Dorothy M. Ellis, Postal Life, 
recording and corresponding secretary, 
and Ruth G. Bookbinder, Home Life, 
treasurer. 


Suffolk Agents Hear Steinberg 

B. William Steinberg, general agent 
of Massachusetts Mutual at New York, 
was the speaker at an educational 
meeting of the Suffolk branch of New 
York City Life Underwriters Assn. at 
the La Grange Restaurant, West Islip. 


19 


Warns Of Statutory 
Hobbles On Group 


(CONTINUED FROM PAGE 8) 
remember that while bad new devel- 
opments are bad, a lack of new de- 
velopments would be even worse. 

Consider what has been going on 
since competition in the group field 
has become so keen and relatively un- 
trammeled. New group coverages have 
been developed and have gained gen- 
eral acceptance. In group annuities we 
have the development of deposit ad- 
ministration and the so-called I.P.G. 
forms. In accident and health we have 
nearly endless new varieties of bene- 
fits in surgical and hospital plans, and 
we have that great new development 
of major medical. 


New Coverages Developed 


In other words, new coverages have 
been developed and new uses found 
for existing coverages. 

This has happened as a result of the 
ceaseless interplay between insurance 
company and salesman, then between 
salesman and buyer, and then back 
again. The good salesman sells in both 
directions. If the buyer won’t take 
what he can offer the good salesman 
tries to sell the home office on giving 
him something different to offer. 
Frankly, this is the way most new 
developments in our business come 
about. Home offices are naturally con- 
servative, to put it mildly. Buyers are 
often obstinate. The salesman must 
live. It is not good that the law put 
many restrictions on what the sales- 
man may persuade the home office to 
do. Home office officials must adhere 
to sound principles but they must not 
be prevented from experimenting. 


Some Experiments Bad 


Even if some of the experiments are 
bad, and put group life insurance in 
force that had better been issued in 
the form or ordinary policies through 
ordinary agents, in that case at the 
very worst, and very importantly, the 
mere issuance of the life insurance 
does help to further popularize life 
insurance, and make it a bit easier for 
all life insurance salesmen to sell 
more life insurance, whether group 
or ordinary, to similar prospects. The 
worst competitor of the ordinary life 
salesman is not other life insurance 
salesmen, but the purveyors of that 
great wealth of other things which the 
prospect can buy. 


Long Island Branch Of 
N. Y. C. Managers Assn. 


Elects Victor Goldberg 


Victor R. Goldberg, Mutual Benefit 
Life, Hempstead, has been elected 
president of a Long Island branch re- 
cently authorized by New York City 
Life Managers Assn. Other branch 
officers elected were Joseph J. 
Nagle, Continental Assurance, Garden 
City, vice-president; Milton A. Schiff, 
Security Mutual of New York, Hemp- 
stead, secretary, and Harry Meyers, 
Continental Assurance, Jamaica, treas- 
urer. 

Branch directors elected were Lam- 
bert G. Aloisi, Postal Life, Huntington; 
William Krauss, Guardian Life, Hicks- 
ville, and Herbert L. Lee, Prudential, 
Jamacia. 


The Boklan agency of American Life 
of New York won top honors for being 
the leading ordinary life agency in the 
recent anniversary campaign. Its sales 
exceeded a million dollars for the five- 
week drive. 








COAST to COAST 


WESTERN AND SOUTHERN LIFE... is txinzing « 


new kind of personal protection to millions of policyholders and prospects 
throughout the nation. With the Company’s unique ‘Guide to Security”, 
representatives of Western and Southern are equipped to provide a com- 


plete insurance programming service for every personal and business need. 


THE WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 


CINCINNATI, OHIO « A MUTUAL COMPANY « WILLIAM C. SAFFORD, PRES. 
, REGIONAL OFFICES: 
Philadelphia, Pa. + Asheville, N. C. © St. Louis, Mo. ¢ Galveston, Texas ¢ Los Angeles, Calif. 








WwAs 
its pol 
whethe 
yariabl 
tors of 
ica has 
a com! 
and to 
any, m 
two rec 
One 

Court ¢ 
& Exch 
diction 

of vari 
position 
sion th 
tures 0: 
under ' 
ance de 


Reconsi 


The ¢ 
recent 
dan of t 
ment as 
office 1 


Says 
Russ 
Rapi 


Volun 
a big ins 
recent y 
world-w 
since W 
report b 
uary of 
stration, 
commiss 





to study 
there. 
There 
policyho. 
billion r 
close of | 
number « 
rise of s 
cording t 
age life | 
is estim: 
60% to ' 
annual in 
Volunt: 
US.S.R. 
pany, Go 
operated 
and serv. 
about 40, 
basis in ¢ 
operate o 
time age 
30% mor 
industrial 
Most polic 
basis, an 
premiums 
Some of 
are a “m 
short tern 
with an q 
Which is 
straight li 
a form si 
plan. 

The Sov 








